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determined the trend of motor car a to continue to maintain a distinctive 


design for the past three years, there is | individuality which is at once striking and 


that about it which absolutely defies dupli- | exclusive beyond imitation. 
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Announcement 


The Weeks ‘‘Camel’”’ System will hereafter be 
known, advertised and distributed as the Weeks 
Re-flow System, “the MARK of the CARED- 
FOR CAR.” 


The broadening field that has been opened up 
through the perfection of the system and through 
the adoption of more intensive methods of mer- 
chandising make the change in name necessary. 


The Re-flow System now offers to responsible 
concerns an opportunity of unusual promise in the 
distribution and sale of this highly endorsed sys- 
tem. Correspondence is invited from firms or 
individuals who are qualified to handle success- 
fully the Re-flow distribution in desirable terri- 
tories. Address for particulars: 


WEEKS MFG. CO., 421-437 National Ave., Milwaukee, Wis. 


The Weeks 


Re-flow 


System 
“The Mark of the Cared-for Car”’ 
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( PATENTED) 


In maintaining the lowest cost per mile 
or per hour of dependable service, depend- 
able ignition and lighting apparatus is no 
small factor. The cars, trucks and tractors 
which most consistently approach this de- 
sirable minimum are—in the great major- 
ity of cases—those equipped with ignition 
apparatus and lighting generators in which 
"NYRMS” Precision Bearings are standard. 


See that your 
electrical apparatus 


is "NORMA” equipped 


THE NYRMA CYMPANY 


VF AMERICA 


Amable Avenue 
Long Island 
ew York 





Ball. Roller, Thrust and Combination Bearings 
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POPPET VALVES FOR AUTO, TRUCK, TRACTOR, AIRCRAFT AND STATIONARY ENGINES 




















Sectioned to Show 
Construction 


eo = 
SELF SEATING VALVE COMPANY, 708 


At what speed must your engine turn to compress the 
charge faster than it escapes by your leaking solid head 
valves? 


FLEXEDGE valves are tight valves—always tight— 
they never need grinding. 


When FLEXEDGE equipped, an engine will con- 
tinue to fire as long as there is momentum enough to 
compress the next charge. 


Compression leakage is the cause of poor engine per- 
formance and the point of leakage is in most cases 
the valves—not the piston. To escape, the gas has to 
travel forty times farther past the piston than by the 
valves. 


Added to the friction of -flow is the element of time 
and the oil seal and thus we find that with the piston, 
leakage is negligible. 


Don’t tinker ignition and carburetion. Compression’s 
the thing. 


FLEXEDGE valves may be obtained from your 
iobber, your dealer or direct from us. 











Townsend St., Chicago, U. S. A. 
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Let Your Service Tide You Over 


The Millions of Automotive Vehicles Must Be Kept 
in Proper Shape but the Dealer Must Go Out After 
the Business 


E have over 8,000,000 automobiles, trucks and 
WV tractors operating in the country at the present 

time. If we did not produce another car, truck 
or tractor, there would remain the immense job of keep- 
ing this vast amount of apparatus in proper running 
order. 


But, production is going ahead and next year we shall 
see more automotive vehicles than ever on our highways 
and on our farms. Therefore; the job of servicing this 
apparatus becomes all the more difficult. This is just 
another reason why the present time is the one time 
when the service departments of the automotive indus- 
try can catch up, so to speak, and get the older apparatus 
in shape before the influx of the newer products. Just 
now when sales are a little slow, the service department 
must step in and deal a smashing blow. 

People may not be buying watches these days, but 
they go to a watchmaker to have their timepieces put 
in shape and kept in proper repair. Just so with auto- 
motive vehicles. Farmers may not be buying tractors 
just now as heavily as they will later on when things be- 
come readjusted, but that is no reason why the service 
department of every automotive dealer should not go 
after the job of putting in shape the tractor of the farmer 
who has bought last spring. 
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You Will Be Able to Keep Up Your Service Curve if You 


GO AFTER THE BUSINESS 


Many of Your Prospects Will Decide to Make the 
Old Car Do Another Season, So Make Sure Your 
Salesmen Sell Him on Your SERVICE 








A Half-Dozen Things to Do to Get Service Work 


1—Go after the people to whom you have sold 
cars during the last two years and talk over- 
hauling and repairing to them. By having 
carefully checked the date when cars were 
bought you can determine about how far they 
have been driven and thus get a good line on 
what ought to be done to them. 


sota has in addition to getting enough service 
work on passenger cars to insure a busy shop 
all winter secured the job of overhauling 
twenty-five tractor engines, because his shop 
is adapted to handling these engines 
3—The question of snow removal is vital to 
everyone engaged in the automotive industry, 
especially the dealer who must look to the 
sales and service of automotive vehicles for 
Removing snow from the 
highway is getting more and more attention 
every year and collectively dealers can do a 


his livelihood. 


lot by working with the city and county offi- 
cials, merchants, farmers, etc. 

4—By getting in enough work to last until 
Spring, the dealer is assured that his service 
department will be kept intact and when the 
rush of work starts in Spring he will not have 


to worry about building up a new organiza- 
2—Go after new business. One dealer in Minne- tion. 


5—Often a man who owns a car and who cannot 
be induced to buy a new one can be sold to 
the extent of having the old car put into 
shape. When a prospect talks about “making 
the old car do for another season” then is the 
time to sell him your service. 

6—By going after winter service work and mak- 
ing every effort to see that the work is prop- 
erly performed, the dealer builds up future 
sales. Every car owner or prospect knows cars 
must be kept in repair and often a sale is made 
by virtue of a dealer’s service department. 








HE automotive dealer has more than 
one thing to sell 

If he has no cars to sell or if people 
just naturally are not in a buying mood, 
he still has something to sell them, pro- 
viding they already drive cars—service. 

The dealer who sells cars, trucks, and 
tractors is perhaps a little better situated 
this winter tq keep his business going to 
capacity than he who simply sells cars 
and renders the service on them, because 
the former has more from which to draw 
trade. 

If for various economic reasons sales 
might be slack, as they are in many 


localities at the present time, there is 


one big point to remember and that is 
that the nine million or so automotive 
vehicles including cars, trucks and trac- 
tors cannot be allowed to stand idle and, 
therefore, must be serviced. 

In other words, the five-hundred 
thousand tractors that have been oper- 
ating this year have to be put in shape 
for next season. Somebody has to do 
the necessary repair work. Somebody 
has to take care of the motor trucks 
that bring the farmer’s milk to town 
and that haul the manufacturer’s prod- 


ucts to the shipping points. And, even 
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Keeping the highways open is one of 
the surest means for getting winter busi- 
ness. The reason many dealers are mak- 
ing money on their shops at this season 
is because they go out after business 





if we should scrap something like two 
million cars this year, and did not pro- 
duce another single car, there still re- 
main over five million cars that must be 
put into shape for next year. 

One of the greatest problems that con- 
front dealers today is getting the work 
into the shop. Potentially there is suffi- 
cient repair and overhaul work in the 
country at the present time to insure 
every automotive shop working almost to 
maximum capacity. But, to actually get 
this work into the shop is another mat- 
ter. If it were not that many dealers 
are getting this work into the shop even 
under present conditions we should al- 
most say the problem could not be solved. 

Those who have been running their 
shops to capacity for the last few weeks 
and who have enough work scheduled 
ahead to insure keeping their organiza- 
tions together until next spring wien 
business is bound to pick up, have gone 
after the problem ‘intelligently and in 
most cases have gone after it early this 
fall. At that time our readers will re- 
call we suggested going after winter 
business. But it is not too late in the 
day to go after business now. “In fact 
it has to be gone after, The farmer, for 
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instance, who is holding off for higher 
prices is not so willing as formerly to 
talk overhaul work on his car, truck or 
tractor. He must be shown and sold on 
the fact that it is to his advantage to 
have the work done now and be all set in 
the spring. For the dealer the problem 
is a little harder than it has been in 
former years, be- 
cause of the present 
economic condi- 
tions. 

The customers to 
whom the dealers 
have sold automotive 
vehicles offer great 
opportunities. The 
trouble with most of 
our dealers has been 
that they have not 
followed up the man 
to whom they have 
sold their apparatus. 
Once the dealer has 
sold a man a car he 
satisfies himself with 
the thought that that 
man will come back 
when he wants serv- 
ice work or even 
when he wants to 
buy anew car. This 
is basically wrong. 
People seek those 
places where they 
are given the best 
attention. 

Scores of car own- 
ers will tell you that 
after they have 
bought their cars 
the dealer forgets 
them. They are never 
approached on _ the 
service question or 
sold on the fact that 
the dealer has some- 
thing more than sim- 
ply cars to. sell. 
After a man has 
been sold a car or 
truck, as the case 
may be, the dealer’s 
job has just begun. 
It is that repeat sale 
he is after, of course, 
but to get it he must 
go after the service 
work properly. It 
does not mean he 
must induce the cus- 
tomer to come in 
for minor matters. 
But he must instill 
in the heart of every 
customer that he is 
anxious to have that 
OWner’s car perform 
right. 

Those dealers whose shops are work- 
ing to capacity now are the ones who in 
previous years have sold their customers 
on service. Much of the work comes 
into the shop automatically by virtue of 

\is fact. But there always will be peo- 
ble who must be appealed to a little more 
strongly and when we have economic 
situations like the present you just about 
lave to go out and get the business to 
keep going. In going out after this busi- 
ness it certainly stands to reason that 


place. 


MOTOR AGE 


the old customers are the ones on which 
to begin. How well they respond de- 
pends, of course, on how well the dealer 
has looked after their service problems 
previously. 

Then there is now business to go after. 
While it is true that certain engines, ‘for 
instance, may have peculiarities of con- 


Sell Your Service To Your Customer the 


First Time He Comes In 





You either inake or lose a customer the first time he comes near your 


Here is a service man explaining to a customer by means of 
proper apparatus certain troubles in the electric system of the car. 
Although the customer may not know a thing about electricity he is 
sold on the intelligent way the service man points out to him exactly 
where the trouble lies and gives the remedy. 
the trouble is probably so and so will not suffice. 


read the testing instruments. 


struction, there is no reason why the 


average shop cannot handle them. In , 


other words instead of confining the 
activities of the shop on servicing only 
one or two makes of cars, there is no 
reason why other work should not be 
gone after. We know, for example, of 
one dealer in the Northwest, whose shop 
has taken on the job of overhauling some 
twenty-five or so tractor engines and in 
addition to this three complete tractors. 
These machines are being shipped in 


Simply telling the owner 
Let the car owner 


He will come back the next time 


9 


from the surrounding country by freight. 
This dealer is not a tractor dealer, but 
sells a popular make of passenger Car. 
However, his service manager realized 
that his shop was well fitted out to han- 
dle tractor engines and knowing that 
there were many tractors in the vicinity 
sought the ownersof these machines, 
talked with them 
and the result is he 
will keep his shop 
going during the 
winter and have his 
organization intact 
when the curve of 
service peaks in the 
spring. It is but one 
example of what 
can be done by go- 
ing out after new 
business. 

Removing snow 
from the highways 
is a thing every 
dealer or every man 
connected with the 
repairing of automo- 
tive vehicles must 
give his earnest at- 
tention. Various 
states are giving 
the snow removal 
problem = serious 
thought and effect- 
ing plans whereby 
our highways will be 
kept open for winter 
travel, at least in 
sections where this 
is possible. How- 
ever, even should 
the highways be 
closed to automobile 
traffic and thus make 
it impossible for 
these vehicles to be 
driven or towed to 
the dealer’s place 
of business, the deal- . 
er can with a little 
effort do what some 
have done and that is 
to rig up some sort 
of bob-sled and go 
out after tractor en- 
gines, cars, etc. You 
can get the business 
by going. after it. 

Let’s take life in- 
surance for instance. 
It is a thing which 
a man rarely buys 
the way he does a 
pair of shoes or a 
hat. He never 
thinks of going and 
calling on an insur- 
ance agent to buy 
five-thousand dol- 
lars worth of life insurance. But that 
same man when approached properly by 
an insurance man in his office is very 
apt to buy. Why? Because the insur- 
ance man has carefully planned his mode 
of attack. He does not say “Mr. Smith 
I have your insurance fixed up for you, 
come over to my office and get it.” He 
goes and delivers the policy and explaizs 
it to Mr. Smith and what’s more calls on 
him again in several months to sell addi- 


(Concluded on page 24) 
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Ask the Customer’s Opinion on How 


to Better Your Service 


Chandler Motors of New England Offered Their Custom- 
ers a Prize of $50 for the Best Letter on Service 


and Received Many Valuable Suggestions 


HANDLER Motors of New England, 

located in Boston, wanted to find 
out what their customers thought of the 
service given, so they sent out a ques- 
tionnaire and with it a letter. They 
wanted to have the car owners tell 
them how a service station should be 
operated. 

There was a Mrs. Jones included in 
the list of customers of Chandler Motors 
to whom the questionnaire went. And 
this Mrs. Jones proved to be such an 
observing, wide-awake woman that she 
won the $50 prize which the company 
offered for the best letter on service. 

“I believe the great secret of success,” 
this Mrs. Jones wrote, “lies in co-opera- 
tion, co-operation not only between em- 
ployer and employee, but with the cus- 
tomer as well. 

“Personal attention is, of course, the 
biggest factor in service work. It irons 
out the rough places left by careless 
and inefficient workmen, and as long as 
it is necessary to depend on human in- 
telligence for absolute accuracy, posi- 
tive diagnosis of trouble, and unfailing 
courtesy, these ‘rough places’ will con- 
tinue to exist. Nevertheless perfection 
can be approximated by a constant su- 
pervision and check system on all work 
done. . 


THE CUSTOMER SHOULD BE 
FAVORABLY IMPRESSED 


“In my opinion all work should be 
departmentatized and the men who ap- 
pear to be suited to do certain things 
better than others should be permitted 
to do those things as much as possible. 
In other words, specialize your men. 

“Familiarity with certain parts of an 
engine brings expertness and a mechanic 
who does one kind of work continuously 
is soon able to recognize almost at a 
glance minute difficulties which make 
the difference between smooth or a harsh 
running engine. 

“It is what the customer sees and 
hears that makes a favorable or un- 
favorable impression, that creates a 
feeling. of security or its opposite; so 
especial attention should be paid to the 
service floor. 

“Beside the service superintendent 
there should be enough high-grade, all- 
round mechanics on the floor at all 
times to wait on the customers promptly, 
and they should always be patient and 
courteous. 

“They should be expert in diagnosis, 
should know engines, axles, carbureter, 
ignition, lighting and starting, rattles, 








Some of the Suggestions 
Car Owners Offered 


for the Improve- 
ment of Service 


1—A closer inspection in shop 
and testing of all repair 
work. 


2—A closer inspection of new 
cars when delivered. 


3—An increase in the size of 
the shop, so that repair 
work may, be done more 


promptly. 
4—_An increase in the number 
of mechanics. 


5—Women drivers to receive 
more courteous as well as 
better attention. 


6—Covers to be placed on in- 
side of closed cars to protect 
upholstery. 


7—Clean suits for men who 


handle cars. 


8—Sand in yard to keep oil and 
dirt off rugs and running- 
boards. 


9—Cars to be cleaned after re- 
pairs. 


10—An extra service car for 
minor troubles on _ the 
streets. 








squeaks, etc., and should be able, while 
the customer is waiting, to remedy minor 
troubles which do not call for a shop 
operation. 

“They should wear clean  unionalls 
EVERY DAY. I have been told that this 
mode of dress could not be enforced: 
If so, why not equip every closed car 
with a suitable covering (at a slight 
expense to the customer), and oblige 
the workmen to use it when working 
on a car? It would mean real money 
in a customer’s pocket. 


“The shop should have a foreman, 
assistant foreman and an inspector. 

“The duties of the foreman should be 
to assign work, see that the men are 
kept busy, and see that the work is out 
at the time promised. The HOUR 
should be written on every job card. 

“The assistant foreman should super- 
vise and check all labor operations. He 
should see that no work is_ being 
slighted. 

“After the job is finished the inspector 
should give the car a road test. Re- 
gardless of the size of the job, every 
car should receive this. 

“Last spring I gave a carte blanche 
order to overhaul my car. I paid the 
bill, got into the car, and—it wouldn't 
start. 

“A mechanic was called and after a 
minor adjustment was made I was able 
to get out of the shop. This annoyance 
could have been eliminated by just such 
supervision as I have outlined. Better 
supervision would cut down the number 
of men who, to the onlooker, do not al- 
ways appear to be busy. 


CALL ATTENTION TO WORK FOUND 
NEEDED 


“The inspector should consider the 
work authorized by the owner and the 
actual running of the car and find out 
if all the trouble had been remedied. 
Should further trouble be found either 
the owner should be called by phone 
and consulted or preferably a tag at- 
tached to the steering wheel, reading 
thus: 

“*‘We have performed the work you 
authorized on your car, have road tested 
it, and wish to call your attention to the 
following : 

(with necessary remarks) 

“By such a system of supervision as 
outlined above, defects will be discov- 
ered and remedied at slight additional 
expense to the customer, and of still 
greater benefit to him will be the es- 
tablishing of the fact that the work has 
been thoroughly done, thereby creating 
a feeling of confidence and good will 
between operator and owner. Further- 
more, unless carte blanche has_ been 
given by the owner, the service station 
is thus relieved from the accusation of 
neglect. This method spells co-opera- 
tion. 

“T am told that it has been established 
by a few dealers that certain schedules 
for labor operations can be put in force. 
A complete record of time on each item, 
(engine overhaul, for example), can be 











ve ove wT 








December 23, 1920 


MOTOR AGE 


This Letter Brought Interesting Opinions 














Chandler Motors, New England, offered a prize of $50 for the best reply to the 
letter above and found the idea paid for itself many times over in the suggestions 














they received 


kept over a period of weeks, an analysis 
made and an average computed. A cus- 
tomer can be told that a certain job will 
cost $35 for labor, with parts extra. 
Thus the friction, which in many in- 
stances is caused by high repair bills, 
is eliminated at the very start, because 
the customer knows his labor charge, 
and the service man who bills the job 
can estimate the cost of parts within 
a few dollars. 

“After a job is finished and delivered 
to the customer, either the customer 
should be called personally on the tele- 
phone, after a period of three or four 
days, to find out if the car is running 
satisfactorily, or a postal should be sent 
out asking the customer if the work done 
on the car was acceptable, and if he has 
any complaint or suggestions to make. 
In other words repair work should be 
FOLLOWED up. A triple check on every 
job would insure satisfaction to the cus- 
tomer and to the management as well, 
and the management can be reasonably 
Sure that the work has been thoroughly 
attended to. 

“Deliver cars to owners within rea- 
Sonable distance should they ask for de- 
livery. 

“Good service does not necessarily 
mean free service. Car owners, as a 
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The Questionnaire 


. Is your car a Chandler........... 
Cleveland...... Type of Body..... 
When did you purchase it?....... 

. Has it been in our Service Sta- 
OE. caddccctessuakensaaweedannes 
CBP? VEMOINGS Sats onan ceeeeewevenes 
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es 


. Did you receive courteous atten- 


CO ccxcemdunaduoteareuesaeedeuus 


(a) Was it satisfactory............ 
(b) If not state why.............. 


ee es 


- Do you think we could improve 


our service to make it more effi- 
cient and satisfactory........ if so, 
MONE Secuconccddadevadarditeuiced 


a 


. Give below any details, or sugges- 


tions, not covered by the above 
question. 
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rule, are willing to pay for work 
actually done on their cars. ‘You can 
fool some of the people some of the 
time, but you cannot fool all the people 
all of the time.’ ‘Putting it over’ on a 
customer never pays in the end. You 
not only run the risk of losing that cus- 
tomer when he finds it out, but of los- 
ing other customers as well if you 
acquire a reputation among motorists of 
‘grafting’ or double dealing of any sort. 
“T have never seen a man in your 
service department make even an at- 
tempt to rise from his chair when I 
have had oceasion to enter his office. 
It may seem a triflle far fetched for me 
to expect this courtesy, especially as 
women have been granted the franchise, 
and are on equal footing with men, but 
at the expense of seeming a bit too crit- 
ical, I mention this fact, and venture 
to assume that the average woman 
would appreciate such a courtesy. 


CLOSE ATTENTION TO MINOR 
DETAILS 


“To the layman it would seem that 
the whole secret of running a shop suc- 
cessfully lies in constant supervision, 
close check on work done, attention to 
minor details, such as removing grime 
from door handles, grease from running 
board and steering wheel, etc., and that 
in this connection the men should wear 
a clean suit of unionalls furnished by 
the company. 

“Finally, the word ‘co-operation’ in- 
cludes loyalty—the biggest kind of 
word with the biggest sort of meaning. 
True loyalty is WILLING SERVICE. It 
cannot be forced. It is voluntary and 
it must be practical both in aim and 
method.” 

The writer of this letter was Mrs. 
Elizabeth H. Bullard. 





DRAW PHILADELPHIA SHOW SPACE 


Philadelphia, Dec. 17—There will be at 
least fifty-seven exhibitors at the twen- 
tieth annual show of the Philadelphia 
Automobile Trade Association, to be held 
in the Commercial Museum, Jan. 15 to 22. 
This was made known following the 
priority drawings and auctioning off of 
the first sixteen show spaces. The auc- 
tion of spaces was conducted by Louis 
C. Block, president ofthe association and 
chairman of the show committee, who 
acted in place of Mr. Fassitt, official auc- 
tioneer. 

NEW FORD DEVICE 

Kalamazoo, Mich., Dec. 18—A device 
to rotate the fan on a Ford car without 
the use of a belt has been invented by 
Benjamin Felton, 210 East Main Street. 
Mr. Felton is a salesman and uses his 
Ford regularly to cover the nearby ter- 
ritory. He has had a great deal of trou- 
ble with overheated engine, due to the 
failure of the belt to revolve the fan 
properly. It was while stalled on the 
road that he thought out the idea of 
a friction drive device. It is noiseless 
and can be attached to a Ford car in 
five minutes. He intends to patent and 
market it. 
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Ten BETTER SERVICE Ideas 


MOTOR AGE 
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They Save Time and Money in the Service Station 


O. 9 on the opposite page shows an 
unusual method of keeping tab on 
the progress of repair work. The car 
owner’s name, license number and job 
number are written on a slip of paper 
and fastened on the left of the board. Im- 
mediately to the right of this are the 
names of the week, Monday, Tuesday, 
etc. A pin is placed opposite the name 
of the day on which the work is prom- 
ised. Other pins are placed in holes to 
indicate the nature of the repairs that 
are to be made. A description of all 
the different kinds of repairs imaginable 
is placed at the top of the board. 

First comes the various repairs relat- 
ing to the ENGINE, next comes PRO- 
PELLER SHAFT AND DRIVE LINE, 
then DIFFERENTIAL, etc. As soon as 
the repairs are made, the pins are re- 
moved, and the workman checks his card 
for each item. If an owner desires to 
know how repairs are progressing on his 
car, the foreman can tell the condition 
of the job by merely glancing at the 
board, and can then estimate how soon 
the job can be finished. By this means 
the foreman can keep a continuous tab 
on the progress of the work. ‘ 

At the lower left-hand corner of the 
board are the names of the days of the 
week, Monday, Tuesday, etc. Future jobs 
are placed in this section. For instance, 
if a job is to Be brought in on Wednes- 
day, the owner’s name is placed on the 
line marked Wednesday. Notice that 
there are five holes on each square oppo- 
site these six names of the days of the 
week. This gives accommodations for 
five jobs on each of these days. When 
the job is brought in the owner’s name 
is transferred from the bottom of the 
board to the upper left of the board as 
told previously. 


SERVICE RECORD 


No. 1 shows another board called the 
INFORMATION BOARD. 

As each car comes in the shop for 
repairs a tag is made out on which is 
placed the job number, owner’s name, 
license number and time promised. Such 
a tag is made out for every job and hung 
on the left side of the board and in its 
right shop section, such as service shop, 
repair shop, etc. The service shop sec- 
tion is at the top of the board. Immedi- 
ately below this is the repair shop sec- 
tion as shown on the opposite page. 

When the foreman reports a job fin- 
ished, this tag is put over on the right 
side which shows the job is ready for a 
test. The tester tries out the job and 
if found O.K., a tag is placed in one of 
the two lower lines as finished. There 
is also a section on the board for demon- 
strators at A and another for outside 
shops, paint, etc. 


of the Peacock Motor Sales Co., 








Better Service Ideas 


N the opposite page are ten bet- 

ter service ideas adopted or in- 
vented in the service department of 
the Peacock Motor Sales Co., San 
Francisco, Cal. 


Every service station has at some 
time or another devised some clever 
way of doing things around the re- 
pair shop. 

Why not send MOTOR AGE a 
photograph or sketch and brief de- 
scription of it just as this concern 
has done? No matter how unimpor- 
tant it may seem to you, it may be 
just the thing some other dealer 
needs. Send ’em in. 








A glance at this board will enable the 
service superintendent to know instantly 
the condition of a repair job. 


STORING PARTS 

No. 2 shows how parts of cars are 
stored in the stock room in special trays, 
which permits the removal of the parts 
from their position without the danger 
of scratching them. Notice in this pic- 
ture two trays are pulled partly out to 
show how the parts are arranged. 


ELECTRICAL WORK BENCH 

A novel feature of the electrical de- 
partment is the individual work benches 
for the electricians, shown in No, 10. 
This enables the workmen to turn out 
better work in much less time because 
one workman does not interfere with the 
other as is the case when one common 
work bench is provided. Each of the 
individual benches is equipped with test- 
ing apparatus, and with four small 
drawers for small parts. Each bench 
has a vise and drawers for tools. This 
has an added advantage in that each 
workman can let his tools lay on the 
bench without being molested. 


WELDING OUTFIT TRUCK 


No. 6 shows portable carbon burning 
equipment. It is mounted on rollers so 
that it can be easily and quickly moved 
from place to place. There is a clamp 
at the top of the support that holds the 
tank. The bottom of the tank fits within 
a ring which holds the bottom in place, 
while it is being moved about. 


WASHING LARGE PARTS 


No. 7 shows a handy tray for washing 
parts made from an old boiler. It is 
supported on an angle iron rack which 
is on castors so that it can easily be 


San Francisco 


moved about the shop. Notice the drain 
cock at extreme left. 


BATTERY TRUCK 


No. 8 shows a battery that is carried 
in a small truck, which is used for test- 
ing starting motor on a car when the 
car’s batteries are dead. When it is to 
be moved about, the workman takes hold 
of the end of the wires and pulls the 
four-wheeled truck along behind. 


SPECIAL GREASE GUNS 


Photos Nos. 3 and 4 show special air 
grease guns which have been designed 
for use in the service station. 

No. 4 is a portable affair, very simple 
in construction consisting of a piece of 
pipe with two caps, each cap being 
screwed onto the end of the pipe. On 
one of the caps there has been welded 
a nozzle through which the grease is 
shot. On the other cap is an ordinary 
brenner ring which is actuated by air. 
When it is desired to use this grease gun, 
an ordinary hose is placed over the tire 
valve, and the cock on the air hose is 
opened, which delivers the grease in a 
solid stream as shown. 

When all the grease has been delivered 
from the grease gun, the air hose is re- 
moved from the tire valve, and placed 
over the nozzle at the other end of the 
grease gun. The operator then opens 
the cock on the air hose, which returns 
the brenner ring to the other end of the 
grease gun, and the cap which carries 
the nozzle is unscrewed and the gun is 
ready to be loaded. A load of 3 Ib. 
of grease can be shot from this gun in 
two seconds. There is a special loading 
device for loading the gun with grease. 

No. 3 is similar to this with the excep- 
tion that the hose is permanently at- 
tached.to one end of the gun. It is pro- 
vided with a coupling enabling the hose 
to be quickly uncoupled from the gun. 
There is no cock or valve at the end of 
this hose. A small stream of air flows 
into the gun, which escapes through the 
small hole shown at the arrow. When 
the operator desires to deliver grease he 
closes this hole with his finger, which 
causes the air to accumulate within the 
gun, and forces the grease out through 
the nozzle. ; 


ADJUSTING HEADLIGHTS 


No. 5 shows lines and dots painted at 
one end of the shop for setting head- 
lights. It consists of vertical and hovri- 
zontal lines and two dots. The two dots 
correspond to the exact center of the 
lamp. The vertical line is for centering 
the automobile. No direct rays must 
come above the horizontal line when the 
car is 30 ft. distant. This complies 
with the State headlight law. 
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Would These BETTER SERVICE IdeasHelp Your Repair Shop? 


|—Repair shop information board. 2—Tray for safe handling of parts. 3 and 4—Air pressure grease gun. 5—Lines 

for focusing headlights. 6—Welding outfit truck. 7—Tank for washing large parts. 

car for testing. 9—System used to keep record of the progress of every job through the shop. Handy stand for use 
on the electrical work bench 


8—Carrying the battery to the 
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HE plans as shown here are provided 

for use on any two-ton truck. It may 
be necessary to change the dimensions 
somewhat to accord with the width and 
length of the chassis. 

However, the use of a truck with not 
less than a 144-in. wheelbase is rec- 
ommended,» as. for shorter wheelbases 
there is such a great overhanging from 
the rear axle as to oftentimes cause the 
truck to kick up in front when the trac- 
tor is being loaded. 

It is to be noted that the 6 by 6’s placed 
crossways on the body are spaced sufli- 
ciently so that when the tractor wheels 
have mounted the first one and dropped 
into the space between the two it is held 
from any forward or backward motion 
by the blocking. The first blocking .en- 
countered by the tractor in being run 
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The above tractor delivery truck plan represents the needs of the average power-farming dealer. A 


two-ton truck chassis is specified 


Building the Tractor Delivery Truck 


Part Two of Planning the Power-Farming Dealer’s 
Business: The Light Service Car and a Job Card 
Designed to Minimize Bookkeeping 





More of This 
Co-operation Needed 


HE plans used in this article 

were prepared by the Moline Plow 
Co., Moline, Ill., for their dealers 
and can be adopted whole or in part 
by any power-farming dealer. This 
is an example of how the tractor 
manufacturer can do much_to assist 
the dealer and will work the great- 
est benefit to both. 
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onto the truck is beveled to provide for 
ease in loading. 

Side stakes may also be provided for 
the purpose of carrying other tools and 
implements. When the skids are loaded 
they can be placed along each side be- 
tween the side stakes and the tractor 
wheels. 

The method of attaching the skids to 
the rear end while ld&’ding is shown in 
Fig. 4 and in detail the hook straps are ~— 
shown in Fig. 1. 4 

Another convenience in loading is the 
use of a cable run from the center of 
the blocks on either side down the skid- 
way and a hook on the lower end. 

In loading the tractor this hook is en- 
gaged in one of the lug bolt holes in the 
tractor drive wheel and the tracfor really 
acts as a windlass in pulling itself uP 
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the incline, thus preventing any chance 
slipping. 

Tractors should not be loaded with 
lugs or extension rims on. 


POWER-FARMING DEALER’S 
SERVICE CAR 


The arrangement of this accessory 
box and vise has been made on a car 
with a slip-on body, as this type of car 
is most popular among many dealers. 

However, by adjusting the dimensions 
of the arrangements, it may be applied 
to any type of light delivery. 

The chest of drawers which is sus- 
pended below the’ rear of the body is pro- 
vided to conveniently arrange a small 
supply of the small parts, such as cap 
screws,. gaskets, washers, nuts, rocker 
arms, etc., which oftentimes are needed 
and are not at hand after the tractor 
is reached. 

The drawers can be arranged so that 
they are tight fitting and have the com- 
partments broken up into small squares 
with the exception of the bottom drawer 
which should be without partitions for 
the purpose of containing push rods and 
other longer parts. The tight fit of the 
drawers is almost necessary in order to 
prevent parts from jumping from one 
compartment to another during travel 
over rough roads. 

The chest is suspended from the bot- 
tom of the body by use of iron straps 
which may be bolted on the body side 
and coming down under one end and up 
over the other end of box. 

A very easy arrangement for locking 
the drawers in place while traveling is 
by use of a rod and staple run down 
over the front of the closed drawers with 
a padlock through the lower end after 
it has passed through the lower staple. 

The end gate is covered with heavy 
sheet metal which provides a good solid 
foundation on which hammering may be 
done. 


FRONT 


—————— JOB CARD 


CHASSIS NO. 





Sroe 
FIELO 


DATE 


WORK On, 
MoToR NO. ofr 


OWNED By 
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This end gate is also provided with 
slotted segments. They slide over a 
bolt in being opened and in reaching the 
notched portion the bolt is engaged in 
this notch, thus holding the end gate 
rigid when opened. 

A vise is also bolted on to the end 
gate in such a position that it is ready 
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check mark is placed in the square under 
“Shop or Field” according to where the 
work is done. 

It is suggested that every tractor or 
implement worked upon be given a job 
number by the office and that in cases 
where the tractor or implement is in the 
repair shop, a metal tag be fastened on 
the machine indicating the tag number 
and that the work done be classified un- 
der job and tag number, these numbers 
appearing in the upper right-hand cor- 
ner of this card. The blank lines ap- 
pearing at the top of the:card under 
chassis and engine number are to be 















VISE FASTENEO To 
ENO GATE 


END GATE HELO RIGHT 
WHEN OPEN 


QS OF ORAWERS FOR. SMALL REPAIR PARTS 


BUILT BELOW BODY TO ALLOW ROOM FOR LARGE 
AND HEAVY REPAIRS IN BOOY 








Suggestion for the light service car so necessary in the power-farming dealer's 
business when the tractor needs repairs in the field 


for use immediately when the end gate is 
opened. 

This arrangement allows a large 
amount of body space in the body proper 
in which can be placed the mechanic’s 
tool kit with tools and any large parts 
which are to be carried such as bull 
gears, cylinder blocks, cylinder heads, 


POWER-FARMING DEALER’S JOB 
CARD 
This card is prepared for use by the 
repair men in doing general overhauling 
or repair work on tractors or implements 
either in the field or in the shop. 
Whenever the work is being done, a 








WORK DONE 


NET LABOR CHARGE. 


“™ MATERIAL ow | 
TOTAL PRE LR. 
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The job card has been worked out to eliminate 











all repairs made 


O 


CATALOGUE NAME 


used for notations indicating the work 
which has been requested by the owner 
and these notations are to be written in 
at the time the machine is received or 
work is ordered. 

The columns appearing to the left of 
“Work Done” are self-explanatory and 
are arranged for the use of the mechanic 
in doing work at eight a. m., on Septem- 
ber 21st. The date September 21st is 
entered in the date column, the man’s 
name or check number is entered in the 
next column and the time of starting 
work is entered in the time column under 
“Start.” When he stops work, he makes 

(Concluded on page 24) 
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PARTS USED O 


PRICE REMARKS 





unnecessary bookkeeping and gives a complete record of 
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NDICATIONS from 


every source point 

to better conditions 

for the merchant. An- 

nouncements by man- 

. ufacturers are to the 

effect that more men 

are being added to the 
payroll to take care of the growing demand. 

What are the prospects in your territory? Do they 
indicate a return to normal? Are you, as many other 
dealers are doing, putting on extra men because of in- 
creased business? 


If conditions in your territory are contrary to the 
sanguine hopes of these who are accomplishing some- 
thing right now and who expect to do a good deal 
more in the near future, whose fault might it be? 

We received a letter recently from a dealer who put 
in stock a seasonable line of accessories, advertised 
them as such, and sold the whole lot in a very short 
time. His methods were about the same as any other 
hustler would employ. He advertised his products, 
his ability to do good work, and then when the re- 
sponse came in answer to his advertisements, his or- 
ganization backed him up and turned out the work, 
whether the work was service or what not. 
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DO YOUR SALES 
MEASURE WITH 
THE TIMES? 


TE legislatures will 
convene in Janu- 
ary and there will 
be many bills pertain- 
ing to the automotive 
field presented. One 


THE DEALER'S 

INFLUENCE ON 

LEGISLATION of the most important 
questions of vital im- 


portance not only to the car owner but the dealer as 
well is whether it is going to be possible to continue 
the road building which has been previously out- 
lined. 


During the past year there has been very little road 
construction due to the prohibitive price of materials 
and labor. Bids received averaged $44,000 a mile 
which means that it would require at least twice that 
amount of money to complete the original program. 
The dealer is naturally interested in seeing that the 
roads built will be beneficial to him. Thus you can 
see that it becomes a questic> of districts. 

Dealers’ organizations can do much toward the de- 
velopment of good roads providing the problem is 
handled in a diplomatic way. No one appreciates the 
necessity of good roads more than the men you have 
sent to the legislature and there are none better quali- 
fied to present the right kind of a building program 
than the men who are members of the good roads 
committee. 


Every legislator is interested in seeing that his 


district received its due proportion of the appropria- 
tion of the funds and therefore it will be of benefit to 
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the dealers’ organizations to closely co-operate with 
their legislators. An attempt on the part of any 
such organizations to formulate bills and present them 
with a demand that the bills be passed always ends 
disastrously. 

If the individual dealer, or the local dealers’ associa- 
tion, will extend co-operation to the men who represent 
him in the legislature instead of attempting to present 
bills which will never be passed the effectiveness of 
the legislature, which is the completed road, will be 
much more pronounced. 
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OW do your cus- 
tomers interpret 
the guaranty 

which is printed in the 
front part of the in- 
struction book accom- 
panying every car? Do 
they demand free serv- 
ice for the ninety-day period? If they do, your cus- 
tomers are causing you a lot of expense. The 
guaranty which accompanies a new car does not bind 
a dealer to any free service obligations. Many an 
owner thinks that he is entitled to all the service he 
may ask for without cost before the expiration of the 
ninety-day guaranty period. It is general and cus- 
tomary for an owner to bring. his car in two or three 
days before the guaranty becomes ineffective and ask 
for a complete overhaul assuming that the work will 
be done free of charge. There are many dealers who 
have checked off bad accounts as items of loss for just 
the above reason. 

No dealer obligates himself in any way whatsoever 
as regards free service in connection with the war- 
ranty of a car. 

If it happens that a part proves defective on a car 
the manufacturer will replace the part providing that 
he finds the part really was defective and did not 
suffer breakage from abuse. The work of removing 
the part if done by the dealer is just as much a charge- 
able item as is any other service item. For example if 
a radiator proves defective the work of removing the 
radiator and installing a new one temporarily is a 
chargeable item. However, one finds that the dealer 
is considerate enough to share the owner’s bad luck in 
such a case and supplys the labor gratis and many 
times loan the owner the required part until the fac- 
tory returns the part. 

Of course, we are not yet in that stage where we 
may put our foot down flat and say no unconditionally 
to the car owner on his free service. There has been 
too much abuse of the term service to eliminate the 
free part of the work as yet but the time is fast 
approaching when we will no longer need a certain 
proportion of the profits to keeping the car owner's 
machine running because of defective factory adjust- 
ment. 


INTERPRETING 
THE 90-DA Y 
GUARANTY 
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No Indictments Returned in 
Probe of Big Six Companies 


Federal Grand Jury Completes In- 
vestigation of Price fixing by 
Tire Manufacturers 


LEVELAND, Dec. 17 — After a 

thorough and searching investigation 
of charges that the so-called Big Six 
companies in the rubber tire industry 
had violated the Sherman anti-trust law, 
the grand jury of the United States Dis- 
trict Court in this city reported today 
that no indictments had been returned. 
The investigation extended to operations 
of the companies throughout the United 
States and witnesses were present from 
all parts of the country, many coming 
from New York City and Akron where 
three of the companies involved in the 
probe have their home offices. 

The companies which bore the attack 
of the Government and which came out 
of it without having to stand trials on 
charges of violating the Sherman law 
are the Goodrich, Goodyear, Firestone, 
Ajax, United States and Fisk. 

Joseph C. Brietenstein, first assistant 
United States district attorney of this 
city, and others in charge of the probe 
refused to comment on the investigation 
which was conducted with as great 
secrecy as possible. It was kearned from 
other sources, however, that the Gov- 
ernment decided to act after a communi- 
cation was received at the office of the 
Department of Justice in Washington in 
which it was charged that the Big Six 
which control approximately 80 per cent 
of the rubber trade in the United States 
were in a conspiracy to fix and maintain 
uniform prices. 

It was learned that the jurors went 
extensively into present business condi- 
tions. The jurors heard not only 
witnesses for the Government against 
the companies but also the executives 
of several of the larger rubber com- 
panies. The activities of the American 
Rubber Association were also delved 
into, it is said, and executives of the 
Midwest Rubber Association told of the 
work of their organization. 

The action of the grand jury ends the 
investigation. The position of those in 
charge of the probe, it was learned from 
outside sources, was that a- serious 
charge having been filed against the 
companies a thorough investigation, in 
justice to the public and to the com- 
panies concerned, was imperative. The 
Government went.vigorously after every 
bit of evidence available and it all was 
presented to the jurors. 








increased Demand for Trucks 
in Spring Expected by White 


Cleveland, Dec. 17—Windsor T. White, 
president of the White Motor Co., has 
issued a statement, which contradicts 
reports circulated here that the corpor- 
ation is to reduce its dividend. Mr. 
White in his statement says that the 
company expects to maintain its present 
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dividend rate. Mr. White also declared 
that no financing would be done at this 
time. 

It also was learned that starting Jan. 
1, the 6300 employees of the company 
will work five days per week. They have 
been on the job six days a week. Rates 
of pay remain the same. By thus con- 
tinuing operations through the winter, 
the company expects to have a stock of 
trucks to meet expected increased de- 
mands in the spring, while current 
orders also will be filled. 





1920 Production Is 25 Per 
Cent Less Than 


Estimate 


ETROIT, Dec. 31—Following is the 

annual production of automobile fac- 
tories in the Detroit territory for the year 
1920, together with the estimated output 
announced at the beginning of the year. 
Only two factories have announced sched- 
ules for 1921—Ford and Paige—the others 
preferring to let business conditions and 
the demand for cars govern their produc- 
tion. Ford Motor Co. announces it will 
attempt to make 1,250,000 cars and trucks 
next year. Paige will attempt to make the 
schedule of 20,000. 

































Car— 1920 1920 
: Production Estimate 
CNIS scsnicistcccinintaiilasacinibiadie 6,065 30,000 
NI saith dniacidlnie temmisabise ie 111,255 200,000 
| RE RIED 20,549 25,000 
Chalmers siaibeiniiasaiiiad 9,772 15,000 
Chevrolet 126,172 120,000 
Columbia 4,806 8,000 
TOS easiacc: sh eseitactcciianecltneecealaas 141,256 200,000 
ITD. { sethctnacccbabeteasiace ela as 23,853 30,000 
Essex _ 26,002 40,000 
| {| nD Fo 1,000,000 
Handley-Knight -—............. fh) eee 
UUNIEEE! . cotacccocichciodacuetecsadeiams 21,357 30,000 
Hupp = 19,220 24,000 
Jackson 1,347 6,500 
: King “a 2,081 10,500 
Liberty 4,414 15,000 
Lincoln ” 285 6,000 
pe | Se eet ae a is 300 4,000 
BOMIMIIR « ccsciiieniciek 615 4,000 
Maxwell tipi ttientieily 34,168 80,000 
Oakland ............ 36,264 100,000 
Oldsmobile 25,786 80.000 
Overland 97,446 200,000 
Packard scientists ances 6,040 10,000 
RIE ibeisondotoistnadismanesanadscees 16,722 30,000 
Patterson 1,071 3,000 
14,839 22,000 
estadicnniiies 1.657 4,000 
739 10,000 
Scripps-Booth ...................... 9,288 20,000 
X—Studebaker 20... 45,200 80,000 
WREIPO- TEES, cnet 15,813 80,000 
| a se ne 1,848,049 2,487,000 
A—This includes cars and trucks, as usual in 
announcing Ford production. Of the total 


153,532 were trucks, the balance passenger cars. 
X—Figures shown here are the production in 
Detroit plant only. 





BOSCH CLOSED FOR MONTH 

Springfield, Mass., Dec. 17—The pro- 
duction departments of the Bosch Mag- 
neto Corp.’s local plant were closed last 
night for a month, although the tool 
department will remain busy for sev- 
eral days longer. About 500 employees 
are affected. The office force will re- 
main on duty. Lack of orders, due to 
quietness in automobile motor manu- 
facture, is given as the cause of cur- 
tailment. 


Early Return of Business 
Indicated at Convention 


Large Attendance at Meeting of 
Ohio Trades — Better Business 
Theme of Talks 


INCINNATI, Dec. 17—That business 

is soon to return in fair volume 
was indicated at the convention and 
equipment exhibit held here by the Ohio 
Automotive Trade Association. The 141 
manufacturers who exhibited state that 
the response from Ohio’s retailers was 
much more encouraging than that ob- 
tained at either of the recent equipment 
exhibits for jobbers in Chicago and St. 
Louis. 

The exhibit was held in a large room 
adjoining the Music Hall, in which the 
sessions were held. The meetings were 
held ‘from Tuesday to Friday and the 
exhibit continued all week. Better bus- 
iness and the methods to be employed 
now and in the future were the theme 
of all the meetings. 

Percy E. Chamberlain gave his address 
on Selling Service Intelligently. Edward 
S. Jordan analyzed the industry. A. W. 
Osborn, of the White Co., set forth the 
future of the truck business. Harry C. 
Moock told the story of the N. A. D. A. 
and received enthusiastic support. Harry ' 
B. Harper, president of the N. A. D. A., 
arrived late through a railroad delay, but 
took part in an interesting discussion on 
used cars. W. O. Rutherford, of the B. 
F. Goodrich Co., bespoke confidence in 
the business. A. R. Kroh, of Goodyear, 
urged better banking relations. Ray W. 
Sherman, executive editor of the Class 
Journal papers, described the more mod- 
ern methods that dealers are employing. 

Several resolutions were adopted, in- 
cluding disfavor of long parts discounts 
for national buyers of trucks. One thou- 
sand eighty registered at the convention. 
There is nearly $10,000 in the treasury, 
and for his service in building the asso- 
ciation retiring president A. E. Mitzel 
was presented with a diamond Masonic 
ring. The new officers are: 

President, Warren E. Griffith, Toledo. 


First Vice-President, Y. B. Jones, 
Columbus. 

Second-Vice-President, Ray Faulkner, 
Cincinnati. 


Directors: Charles B. Rotterman, Cin- 
cinnati. 

Dr. R. J. Kennedy, Bucyrus. 

Howard Wiley, Springfield. 

Leo J. Collier, Youngstown. 

E. J. Shover is appointed manager. 





DISTRIBUTORS ASSIGN 

Fort Dodge, Iowa, Dec. 20—The Han- 
son & Tyler Co., one of the large auto- 
mobile distributing companies of Iowa, 
has made a voluntary assignment for the 
benefit of creditors. Their assets are 
listed at $1,371,230 and the liabilities at 
$840,000. The company § distributed 
Chandler, Cleveland, Chevrolet, National, 
Velie, Marmon and Maxwell cars and 
Dort and Velie trucks. 
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N. A. D. A. Will Oppose Any 
Attempt to Increase Taxes 


Assistant General Manager Predicts 
Shortage of Cars in Spring— 
Urges Farm Motorization 





ALAMAZOO, Mich., Dec. 17—That 

there will be a shortage of automo- 
biles next spring due to the present cur- 
tailment in manufacture was predicted 
by P. F. Drury of New York, assistant 
general manager of the National Auto- 
mobile Dealers’ Association, at a meet- 
ing of the Kalamazoo Automobile Deal- 
ers’ Association. Dealers were present 
from Detroit, Battle Creek, Grand Rap- 
ids and other cities. 

He also stated that the national as- 
sociation would fight to the last ditch 
any attempt by congress to increase 
taxes on automobiles by classing them 
as luxuries. He contended that auto- 
mobiles are now business necessities and 
to class them with cigars and cigarettes, 
face powder and gum, as was done by 
Secretary Houston in his report, is all 
wrong. 

The speaker urged the local associa- 
tion to encourage the motorization of 
farms and the building of better high- 
ways. He pointed out that in 1899 about 
77 per cent of the country’s population 
lived on farms, while at the present 
time that figure had dwindled to 25 per 
cent. He said that with one-fourth of 
the population trying to produce food 
for the other three-fourths the farmer 
needs help. 

“He must have better roads to get his 
produce to market. He must have 
motors for that purpose. He must be 
encouraged,” said Mr. Drury. “Eight 
and a half per cent of the roads in this 
country are improved at this time. A 
critical condition confronts everyone. 
We have got to help the farmer; for 
when we do so we are merely helping 
ourselves. The farms must be motor- 
ized and the agriculturist encouraged. 

“You dealers must preach the gospel 
of optimism. You are in the greatest 
business in the world. The industry 
which you represent is in much better 
condition than 30 days ago, when only 
two factories in the country were pro- 
ducing cars up to capacity. 

“The demand for cars and trucks is 
certain to increase day by day. You 
must be able to meet this demand.” 

INCREASES TERRITORY 

Philadelphia, Dec. 17—The Compton- 
Butler Co., Inc., Philadelphia, handling 
the Templar car, has added to its sales 
territory, Montgomery, Bucks and Ches- 
ter counties in Pennsylvania, the entire 
state of Delaware and all of New Jersey 
south of Mercer county. 

FORDSONS FOR GERMANY 

Detroit, Dec. 10—Preliminary plans 
have been made by Henry Ford for the 
introduction of his tractors into Ger- 
many. This will be made _ possible 


through an arrangement with the Ger- 
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man firm of Ehrich and Graetz, manu- 
facturers of lighting fixtures. Graetz re- 
cently returned to Germany after a con- 
ference with the Fords. The business 
will be set in motion by the shipment 
of a small number of complete tractors 
to Germany. If no objection is raised 
to their entry into the country, other 
shipments will follow. When the busi- 
ness is established, it is expected that 
all the parts except the motors will be 
manufactured in Germany. The Teu- 
tonic territory is said to offer a poten- 
tial market for tractors and the German 
backers of the enterprise predict that 
a large trade can be developed. 








Why They Prefer 100 . 
Per Cent Cash Basis 
‘For Service Work 


YRACUSE, N. Y., Dec. 10—Mem- 

bers of the Automotive Service 
Association of Syracuse at the regu- 
lar meeting went on record in favor 
of a 100 per cent cash basis for all 
service work in this city. 

The proposal will be brought be- 
fore every dealer not already on a 
cash basis. 

Representatives of four distributors 
who are now ona cash basis addressed 
the meeting. Their remarks summar- 
ized briefly, brought out the follow- 
ing advantages of services for cash: 

1. Better satisfied customers. 

2. Better satisfied employees. 

3. Better and faster work in the 
service department. 

4. Satisfactory adjustments of 
claims where an_ exceptional car 
comes back. 

5. Elimination of considerable cleri- 
cal work. 

6. Elimination of lost credit caused 
by outstanding accounts. 

7. Ready cash to meet payrolls and 
parts. 

The meeting was held at the Syra- 
cuse Motor Car Company’s sales 
rooms. 

_ Refreshments, music and an inspec- 
tion trip through the building consti- 
tuted the remainder of the program. 








KALAMAZOO SHOW IN JANUARY 

Kalamazoo, Mich., Dec. 10—The Kala- 
mazoo Automobile Dealers’ Association 
will hold its annual motor car show in 
the new state armory, Jan. 18 to 22 in- 
clusive. Decision was reached when the 
club members were banqueted at the 
summer home of W. O. Harlow, Idlewild, 
Gull Lake. 


NEW PLANT FOR FORD BODIES 


Louisville, Ky., Dec. 17—Lexington in- 
terests owning the Mercury Body Corp. 
have drawn up plans for a factory build- 
ing to manufacture sport bodies for 
Ford automobiles, with an annual capac- 
ity of 6,000 bodies. The plant will em- 
ploy 150 persons. 
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Syndicate Buys King Motors 
And Will Continue Operations 


Body Styles and Prices to Remain 
As Formerly—No Change 
in Personnel 


ETROIT, Dec. 17—A Buffalo syndi- 

cate represented by Charles A. Fin- 
negan and composed of himself, A. 
Weber and Eugene D. Hofeller, has pur- 
chased at a receiver’s sale in the local 
courts, the entire physical assets, good 
will, etc., of the King Motor Car Co. of 
this city. The purchase price of the 
assets, which were appraised at approxi- 
mately $1,500,000, is stated to be $500,000, 
but it is understood that the new owners 
made substantial payments to the prin- 
cipal creditors of the old company. 

A long term lease has been taken on 
the factory building recently completed 
by the Swedish Crucible Steel Co., and 
it is expected that the manufacturing 
departments of the company will be in 
operation there immediately after Jan. 
1. As in the past the company will con- 
tinue to manufacture its own engines, 
transmissions, and do its own painting 
and trimming. The body styles fur- 
nished will continue to be the two pas- 
senger road King, the four passenger 
Tour About, the seven passenger touring 
model and the six passenger Limoudan. 

The corporation will continue to be 
known as the King Motor Car Co., and 
the prices of the cars will undoubtedly 
be continued without change. The plans 
of the new owners call for the expansion 
of the facilities of the service depart- 
ments in such measure as to assure 
prompt, efficient and reasonably priced 
replacement service. 

The personnel of the organization will 
be continued practically without change, 
the general management being under the 
control of Mr. Weber. 


Regulations Drawn Up for 


Corsican Grand Prix Race 
By W. F. BRADLEY 
European Correspondent of Motor Age 

Paris, Dec. 5—Regulation for the Corsi- 
can Grand Prix race, to be run on April 
4, stipulate that the piston displacement 
shall not exceed 183 cu. in. and that min- 
imum weight empty must be 2200 lb. The 
cars must race with four seater bodies 
having a width of 17%4 in. for each pas- 
senger, with fenders not less than 8.6 in. 
in width, and with top and hood. The 
windscreen must have a width of not less 
than 37 in. and sufficient height to touch 
the top when this latter is raised. 

The race will be run over a mountain- 
ous course, the total distance ‘being 
about 270 miles. A cash prize of $20,000 
will be given to the winner and the sec- 
ond and third will share the entry fees. 
The rules have been drawn up to en- 
courage the development of a fast, 
economical sporting type of car, but in 
racing circles objection is being made to 
the attempt to mix touring equipment 
with racing. 
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New York Dealers Will Spend 
$30,000 in Advertising Show 
Purpose to Put Public 


Frame of Mind to Attend 
Exhibit 


in Right 


New YORK, Dec. 21—Members of the 
Automobile Dealers’ Association 
have decided to spend $30,000 in adver- 
tising the New York Automobile Show. 
Though the exposition is run by the 
National Automobile Chamber -of Com- 
merce the metropolitan dealers depend 
on it to start the late winter and early 
spring buying season and they feel con- 
fident enough of results to invest the 
appropriation mentioned. 

The advertising, to be carried largely 
in New York newspapers, will be of a 
nature to put the public in the right 
frame of mind not only to attend the 
show, but to attend with serious purposes 
—not for mere sightseeing. The ads 
will present the utility of the automobile, 
particularly as a means of transportation 
in the metropolis. There will be a series 
of these ads, preceding and during the 
show. 

Last year’s show was a strong selling 
agency for most makes of cars repre- 
sented here and the dealers are anxious 
that this selling strength be retained 
and if possible built up, in view of the 
sluggish market which has prevailed 
since late summer. 


DORT PRICES INCREASED 
Detroit, Dec. 20—Increases in the 
price of Dort cars effective Jan. 1 are an- 
nounced as follows: touring car, $1215 
from $1085; roadster, $1215 from $1085; 


both f. o. b. Flint; coupe, $1865 from 
$1765; sedan, $1995 from $1765, both 
f. o. b. Kalamazoo. Wire wheels and 


spare tires extra. 


Struggle for Control Results 


“ - 7. 
in Appointment of Receivers 

New York, Dec. 17-—Justice Cohalan of 
the Supreme Court has appointed Law- 
rence M. D. McGuire and James E. Landy 
temporary receivers of the assets in this 
city of the Commonwealth Finance Corp., 
a South Dakota company, to protect the 
New York state assets. The receivers are 
required to give bond of $100,000. This 
is the latest of the legal steps which 
have shaken the company for several 
months in a struggle for control. 

The main offices of the company are in 
this city, as are most of its assets, and 
the receivers appointed by Justice 
Cohalan will be in charge until some 
satisfactory adjustment is made. 


One Automobile for Every 11.6 


Persons in State of Washington 

Spokane, Wash., Dec. 18—There is one 
automobile for every 11.6 persons in the 
state of Washington. There are far more 
cars owned in proportion to population 
east of the mountains than west. The 





assessed valuation of the 117,456 auto- 
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mobiles in the state is $34,499,920. The 
law requires assessment for taxation at 
50 per cent of the real valuation. Gar- 
field, one of the smallest counties in the 
state, has more automobiles per census 
person than any other county in the 
state. King county leads in the num- 
ber of automobiles owned with 30,303, 
while Spokane county is second with 
14,270. Pierce county is a poor third 
with 8602. Yakima county being a close- 
up fourth with 7910. 








Facts Which Show 
Turn of Tide in In- 
dustry is Near 


HE Goodyear Tire & Rub- 
ber Co. has directed 9,000 
laid off employees to be ready 
for duty Jan. 2 and present pro- 
duction will be doubled. The 
B. F. Goodrich Co. has sent 
notices to all former employees 
to report either in person or by 
mail early in January. The 
Firestone and Miiler companies 
are keeping in close touch with 
laid off workers. 


The Hupp Motor Car Co. has 
started a production schedule 
of thirty-five a day, six days a 
week, an increase of ten a day. 
The production was ten a day 
in October. 


The Oakland Motor Car Co. 
has begun making seventy-five 
engines daily and this will be 
increased, it is asserted, until a 
daily schedule of 100 automo- 
biles and 150 engines a day is 
reached next month. 


The Ford plant will close for 
inventory only from Dec. 24 to 
Jan. 3 instead of closing Dec. 15 
as planned. 

The General Motors Truck 
plant at Pontiac has resumed 
operations after being down a 
month. About half the work- 
men have been re-employed on 
a production schedule calling 
for 400 vehicles the rest of this 
month. 


The Gale Manufacturing Co., 
Albion, Mich., which supplies 
castings to many automotive 
plants, has resumed work after 
being down for two months. 








READING SETS SHOW DATES 
Reading, Pa., Dec. 17—The Reading 
Automobile Dealers’ Association has de- 
cided to hold its next annual show Feb. 
7 to 12, inclusive. While the hall has not 
yet been selected, the Auditorium prob- 
ably will be the place. 





Training Given Automobile 
Salesmen Proves Invaluable 


Other Lines of Business Finds the 
Men Wideawake, Industrious 
and Euthusiastic 


ACRAMENTO, Calif., Dec. 20—Due to 

the depression in the automobile 
business at the present time many sales- 
men in the motor car industry here have 
had to seek other employment. So suc- 
cessful have they been in other lines 
that their new employers declare they 
will net let them go back to the automo- 
bile business if they can keep them at 
their present positions. The opinion of 
a large department store manager here 
fairly represents the attitude taken by 
the new employers of the automobile 
salesmen. He says: 

“The automobile salesmen we have re- 
cently employed in our institutions are, 
without exception, the best of our em- 
ployees. They are wide-awake, indus- 
trious, energetic and enthusiastic. It is 
hard to see how any business could 
slump with such in in it as these. When 
the motor car industry gets back to nor- 
mal it is not going to get these men we 
have employed, without a struggle, I can 
tell you that.” 

The automobile business here is, to 
put the facts plainly, suffering from the 
lack of buying. This is not caused so 
much from a lack of money on the part 
of prospective buyers, as by the belief 
on their part that automobiles are due 
for more price tumbles, and warnings by 
dealers here that prices may rise are 
having no effect. 

For the first time in the history of the 
automobile business in Sacramento cars 
are being offered on time payments 
without a cent of cash down. The 
Palmer-Arnold Co., Nash dealers here, 
are making this offer on new and used 
passenger cars and trucks. 


Bergougnan Confident Tire 
Surplus Has Been Absorbed 


Trenton, N. J., Dec. 17—Construction 
work has been completed on the new 
factory units undertaken several months 
ago by the Bergougnan Rubber Corp. 
and it now has one of the most modern 
and complete tire plants in the East. 
The work was continued notwithstanding 
the slump in the tire market. The plant 
will produce pneumatic tires for passen- 
ger cars. 

The company has invested several hun- 
dred thousand dollars in enlarging the 
factory, machine shop and storage facili- 
ties. The Bergougnan company is con- 
fident that the surplus of tires has been 
virtually absorbed and that spring will 
bring a satisfactory business. 

NEW STUDEBAKER PRICES 

South Bend, Ind., Dec. 12—The Stude- 
baker Corp. has reduced prices on two 
models of its six series. The Landau 
roadster is cut from $1850 to $1650, and 
the sedan from $2450 to $2150. The 
price of the light six touring car stands. 





20 
Base for Successful Selling 


Is in Production Department 





So Manufacturer’s Representative 


Tells Dealers at Convention in 
Discussing Salesmanship 


ILWAUKEE, WIS., Dec. 17—F. M. 
4 White, Rockford, Ill., representing 
the manufacturers at the state conven- 
tion of Wisconsin implement dealers in 
Milwaukee, in connection with the big 
tractor and implement show held by the 
dealers’ association, cited an interesting 
example of the solution of some prob- 
lems now confronting factory and. serv- 
ice managers. Mr. White, in discussing 
1921 salesmanship, insisted that the true 
foundation for successful selling on a 
buyers’ market must be laid in the pro- 
duction department, if not beyond that; 
he insisted that the house must be set 
in order in the production department 
and not only in the sales manager’s 
office. 

“A sewing machine factory in Rock- 
ford,” said Mr. White, “has gone through 
a unique experience. A certain special 
machine was turning out 5000 parts per 
day, with two operators, in the days just 
before we entered the world war. One 
day, not long after, the factory found 
out that the machine and operators were 
delivering but 2000 parts per day, al- 
though there had been no change in 
process, operators or time. It was not 
possible to do anything with reference 
to the matter. 

“Some few weeks ago this factory was 
compelled, through decreased demand, to 
reduce its output of sewing machines 
materially. In order to effect this, the 
first step was to cut down the number 
of working days from six per week to 
five. The general manager, who was 
watching the special machine mentioned 
and who was getting further into the 
production schedules and records than 
ever before, was astonished to find that 
the special machine was producing as 
many of the parts in a five-day week as 
it had been in the six-day week. 

“He cut the work of this machine down 
to four days a week. Again, every week 
end showed the same volume of produc- 
tion in a four day week as in a six day 
week. This continued until the machine 
and operators reached 5000 per day, the 
pre-war figure. It was eventually neces- 
sary to cut the machine out entirely for 
the time being. The same thing, although 
not in such marked fashion, occurred in 
other departments and with other 
machines. Daily averages mounted, and 
the weekly averages kept on with mate- 
rial reductions in the number of hours, 
or days.” 


Further Price Cuts and 3 1/2 
Ton Truck, Late Ford Rumors 


New York, Dec. 17—Persistent and 
apparently authoritative reports have 
been heard in truck circles here this 


week to the effect that Henry Ford has 
completed experimental work on a 3% 
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ton truck which will be sold either at 
$1000 or $1200. It is understood produc- 
tion will start some time next year, per- 
haps as early as June, 

There also are what seem like well 
founded reports that Ford will make 
material reductions next year in the 
prices of his touring car and tractor. 
There is said to be little probability of 
Ford putting a new passenger car on 
the market in the near future although 
considerable experimental work has been 
done along this line. 





Detroit, Dec. 18—Officials of the Ford 
Motor Co. refuse either to affirm or deny 
reports that a 3% ton truck will be put 
on the market soon or that further price 
cuts are in contemplation. 





Report of Consolidation of 


Three Tire Companies Denied 

New York, Dec. 17—Reports that a 
consolidation is immiment of the Kelly- 
Springfield Tire & Rubber Co. and the 
Goodyear Tire & Rubber Co. and B. F. 
Goodrich Co. are emphatically denied by 
officers of the three companies. It is 
assumed the story results from the fact 
that Arthur Sachs of Goldman, Sachs & 
Co. has been elected to the directorate 
of all three corporations. The Goodyear 
and Goodrich companies have a greater 
manufacturing capacity than they will 
need for some time, and the Kelly- 
Springfield is now completing a new 
plant which will have a larger capacity 
than its three present factories. 

Another report that Henry Ford had 
entered into negotiations with Kelly- 
Springfield company for the purchase of 
its Akron plant also is emphatically de- 
nied by officers of the tire company. 


ACCESSORIES AT BALTIMORE SHOW 

Baltimore, Md., Dec. 17—The fifteenth 
annual automobile show, which will be 
held here Jan. 22 to 29 under the 
auspices of the Baltimore Automobile 
Dealers’ Association, will have approxi- 
mately fifty spaces devoted to the exhibi- 
tion of accessories. The main floor of 
the Fifth Regiment Armory where the 
show will be held will be given over en- 
tirely to passenger cars and the acces- 
sories will be shown in the east and west 
balconies. John C. O’Brien is general 
manager. 


TO CONTINUE DAYTON BODY FIRM 
Dayton, Ohio, Dec. 17—H. J. Oakes has 
been appointed temporary receiver for 
the Dayton Metal Body Co. and has been 
authorized to continue the business. The 
company manufactures metal bodies for 
Ford cars and when orders now on hand 
are completed, it is believed it will be 
possible to lift the receivership. 


RECEIVER FOR PARTS COMPANY 

Canton, Ohio, Dec. 17—G. W. Perks of 
Akron has been appointed receiver for 
the Canton Automobile Parts Manufac- 
turing Co. Two suits were brought for 
a receivership, one by a creditor and 
the other by three directors. 
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Quarterly Meetings Resumed 
by Philadelphia Association 


Monthly Luncheons Begin Immedi- 
ately Following Show—To Keep 
in Touch With Legislation 


HILADELPHIA, Dec. 17—Quarterly 

meetings of the Philadelphia Auto- 
mobile Trade Association were revived 
when the organization met this week, this 
being the first session of the kind in 
several years. There were seventy-three 
members present. 

Not only will the quarterly meetings 
be held regularly hereafter but a resolu- 
tion was passed to hold monthly meet- 
ings with a luncheon at the rooms of the 
organization. It was further decided to 
keep in closer contact, as an organiza- 
tion, with legislative movements affect- 
ing the trade including highway laws and 
general rulings on motor vehicles. 

In speaking of the importance of the 
automobile trade, J. Harry Schumacker 
reminded his hearers that there is in- 
vested in it approximately $1,250,000,000 
or four times as much capital as in all 
the banks in New York. He emphasized 
that dealers throughout the country 
should try to foster propaganda to obtain 
more consideration on the part of banks 
for the industry. 

President Louis C. Block announced 
that during the year the association had 
gained ten active, two associate and 
twenty-two contributing members. There 
are now in all sixty-four active, twenty- 
eight associate and sixty-eight contrib- 
uting members. A committee was ap- 
pointed to nominate officers to be elected 
in March. 

Among the speakers at the meeting 
were G. Herbert Taylor, Harry B. Har- 
per, secretary of the association and 
president of the N. A. D. A.; A. E. Malt- 
by, a director of the two associations; 
W. H. Metcalf and L. S. Bowers. 


Working to Keep Hotel Rates 
From Rising During Show Week 


New York, Dec. 17—The National Auto- 
mobile Chamber of Commerce has sent 
letters to all the hotels in New York in 
an effort to get them on record as to 
their rates for automobile show week in 
this city. It has been learned that some 
of the larger hotels have contemplated 
a material increase in rates for that 
period. The largest in the city has indi- 
cated an intention of charging for a full 
week if the room is occupied for only 
two or three days and charging double 
rates for one in a room. Others of the 
larger hotels, however, have agreed to 
adhere to the regular schedules. 

The N. A. C, C. has invited 25,000 auto- 
mobile dealers from all parts of the 
country to be its guests for the show and 
it is not proposed to have them exploited 
by the hotels while they are here if it 
can be avoided. There is every reason 
to believe that the campaign now being 
conducted will result in the establishing 
of reasonable hotel rates for the week. 
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Trade Now Approaching Last 
Phase of Post-War Hesitation 


Vice President of John N. Willys Co. 
Says Normal Purchasing 
Is at Hand 


HILADELPHIA, Dec. 16—In an ad- 

dress to 208 members and guests of 
the Motor Truck Association of Phila- 
delphia at the December business meet- 
ing and dinner of the organization last 
night, E. B. Jackson, vice president of 
the John N. Willys Co., New York, ap- 
pealed to the dealers to put truck sales 
on the high plane where they belong, 
this being the most fundamental thing 
to do now in view of the promise of im- 
proved business conditions. He reassured 
his hearers that the trade now is ap- 
proaching the last phase of the post-war 
hesitation where the liquidation of retail 
stocks on the shelves is at hand. 

Normal purchasing, he said, is ready 
to begin and soon there will be greater 
opportunities for business than ever 
before. 


“Show me the speed of the boss of the 
establishment,” he said in suggesting 
how to attain normal business in the 
quickest and most thorough manner, 
“and I will show you the speed of his 
sales force. The boss who gets down to 
business at 10 or 11 o’clock in the morn- 
ing is pretty sure to have a staff that 
does not work every hour of the day or 
any whole hour of the day. The boss 
must set an example if he wants results. 
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That is what makes John Wanamaker 
catch the 6:55 train for New York every 
morning so that he may be on hand to 
start the day in his store there. 

“And take lots of time in selecting 
your salesman and be sure that you can 
recommend them. The class of salesmen 
you have is going to make a big differ- 
ence in your business.” 

Harry B. Harper, president of the 
N. A. D. A., impressed upon the members 
that business depends upon the condition 
of individual opinion thereon; that the 
great need of the hesitant period, which, 


he said, is about over, is individual 
courage and hard work and that this 
combination is bound to _ solve the 


problem. 

E. J. Cattell, city statistician, 
Judge E. C. Bonniwell also spoke. 

The officers who have served the past 
year were re-elected. They are Walter 
Y. Anthony, president; Charles J. Swain, 
vice president; W. Ross Walton, treas- 
urer, and W. H. Metcalf, secretary. W. A. 
Manwaring and E. H. Zimmerman were 
elected directors. 


CLAIM ERICSSON SOLVENT 


Buffalo, Dec. 17—An answer to the 
petition asking that the Ericsson Manu- 
facturing Co., magneto makers, be de- 
clared bankrupt, will be filed on Dec. 
22. Three small creditors filed a peti- 
tion asking bankruptcy. The larger 
creditors claim the firm.is perfectly sol- 
vent and that it should be continued as 
a going business. The court advised an 
answer to the petition in order to get 
at the facts. 


and 








What Iowa Dealers Think of Proposed Program 
for Taxing the Automobile Trade 


EDAR RAPIDS,, Iowa, Dec. 17— 
The Iowa Motor Trades Bureau 
has adopted the following resolution: 


WHEREAS, press dispatches state 
that Secretary of the Treasury 
Houston proposes as part of his 
program of taxation recommended 
to the Congress of the United 
States that the automobile industry 
be burdened with additional tax- 
ation as follows: 10 per cent 
manufacturers’ tax instead of the 
present 5 per cent, 2 cents per gal- 
lon on all gasoline and 50 cents 
per hp. on all automobiles now 
in operation, as a Federal tax; 


AND WHEREAS the automobile in- 
dustry is patriotically willing and 
anxious to assume its just burden 
of necessary taxation for revenue 
purposes: 

AND WHEREAS the proposals of 
Secretary Houston, in our opinion, 
are unjust and discriminatory and 
will place in jeopardy one of the 
most essential of the country’s in- 
dustries, and so recognized by the 


War Industries Board at a time of 
great National crisis; 

NOW, THEREFORE, BE IT RE- 
SOLVED, by the six thousand auto- 
motive concerns in Iowa represent- 
ing 300,000 of the population of 
Iowa dependent upon the automo- 
tive industry; and _ expressed 
through the Iowa Motor Trades 
Bureau in annual convention as- 
sembled at Cedar Rapids, Iowa, 
this 9th day of December, 1920; 

First, that we most emphatically pro- 
test this proposed unjust and dis- 
criminatory taxation and ask that 
in its stead a program be devised 
which will give the automobile in- 
dustry equal and fair treatment 
with all other industry; and 

Second, that a copy of this resolu- 
tion be transmitted to each sena- 
tor and representative of the state 
of Iowa in the Congress of the 
United States, as well as to the offi- 
cers of the National Automobile 
Dealers’ Association and the Na- 
tional Automobile Chamber of 
Commerce. 
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Plans to Unload 30,000 War-. 
Department Trucks on Market 





Kansas Representative Feels Indus- 
try Can Stand It—Aim to Reduce 


Government Budget 





er Dec. 17 — Between 

30,000 and 40,000 motor trucks 
owned by the War Department will be 
dumped on the American market within 
the next year if Representative Anthony 
of Kansas is able to put over a project 
he has devised to promote economy. 
Anthony is chairman of the sub-commit- 
tee of the House committee on appropri- 
ations which is considering how much 
money will be required to meet the mili- 
tary needs of the government the coming 
year. 

It is the contention of Anthony that 
the army has vastly more trucks than it 
needs and that the public can absorb 
them without difficulty. He does not 
seem to be concerned about the future 
of the truck industry which is now vir- 
tually flat because of the depression 
which has accompanied post-war read- 
justment. He said he “guessed” the 
“market can stand it.” Most of the trucks 
the army has are of more than two tons 
capacity and they are stored chiefly in 
eastern camps. Many of them have never 
been used. 

The appropriations committee is deter- 
mined to slice about $400,000,000 off the 
War Department budget. Anthony and 
some of his associates believe consider- 
able revenue can be derived from the 
sale of these trucks. 

Asked to-day why the major part of 
the trucks could not be taken over by 
the Postoffice Department and the Bu- 
reau of Public Roads, Anthony asserted 
these branches of the government service 
already had more motor vehicles than 
they could use. As a matter of fact, 
however, Postmaster General Burleson 
has recommended that the entire depart- 
ment be motorized and the bureau of 
roads has asked for many more trucks. 


Direct Factory Distribution 
of Ace Cars to Be Country-Wide 


Ypsilanti, Mich., Dec. 13—The Apex 
Motor Corp. of this city will have dis- 
plays during the show week at both New 
York and Chicago and is making active 
preparation for country-wide distribu- 
tion of Ace cars. The company has been 
in production for a year and a half but 
the cars were built exclusively for a 
Seattle, Wash., distributor, who had con- 
tracted for the entire output. Hereafter 
distribution will be direct from the 
factory to.all points in the United States. 

The New York exhibit of Ace cars will 
be in the lobby of the Hotel Commodore 
and the Chicago exhibit in the lobby of 
the Auditorium Hotel. In addition to the 
display cars, three others will be kept 
in readiness for demonstrations. The 
company will show a touring car, road- 
ster, sedan and brougham. 
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Announce Changes in Treasury 
Department of Goodyear Tire 


W. E, Palmer Retires as Treasurer, 
Price Waterhouse Co., Assum- 
ing Duties 


KRON, O., Dec. 10—Under the per- 

manent financing program of the 
Goodyear Tire & Rubber Co., now being 
negotiated with a group of eastern bank- 
ing interests and to be definitely an- 
nounced at the adjourned meeting of 
stockholders in Akron, Dec. 24, the treas- 
ury department of the company has been 
reorganized, it was officially announced 
yesterday. 

W. E. Palmer, secretary and treasurer 
of the Goodyear Co. and one of the old- 
est officials of the firms, retires as treas- 
urer as of Dec. 6. Mr. Palmer will con- 
tinue as secretary. In announcing this 
change, vice president G. N. Stadlemem 
issued the following statement: 

“In accordance with the understanding 
had with the financial group undertak- 
ing our refinancing, the duties of the 
treasury department have been assumed 
by members of the staff of Price Water- 
house Co., who are acting as accountants 
in behalf of the financial group. Ac- 
cordingly W. E. Palmer has resigned as 
treasurer, but retains the office of sec- 
retary. N. J. Blackburn as assistant 
treasurer and H. N. McCloskey as second 
assistant treasurer also resign all resig- 
nation taking effect as of Dec. 6, the date 
of the annual meeting of the company. 
Both Mr. Blackburn and Mr. McCloskey 
L. Weberg as assistant treasurer and P. 
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son of New York succeeds Mr. Palmer 


as treasurer of the Goodyear Co., with C. 
have been assigned other duties with the 
company.” 

Under the reorganization plan, T. Jack- 
H. Hart as second assistant treasurer. 
All are representatives of Price Water- 
house Co., the accountant who are acting 
for the banking syndicate which will 
handle the refinancing of the company. 


New Departure Wins Suit 


Over Patent Infringement 

New Haven, Conn., Dec. 10—Judge 
Edwin J. Garvin in the United States 
court here has granted a decree in favor 
of the New Departure Manufacturing Co. 
of Bristol, Conn., in its suit against the 
Rockwell-Drake Corp. and Albert F. 
Rockwell. 

In its decree the court enjoins the de- 
fendants from manufacturing, using or 
selling double-row ball bearings which 
infringe New Departure patents and also 
orders the defendants to account to the 
New Departure company for profits made 
through the infringement. The costs of 
the suit are assessed against the de- 
fendants. 


REPRESENT HOME PRODUCTS 

Kalamazoo, Mich., Dec. 10—All Kala- 
mazoo made motor cars and trucks are 
now able to boast local sales representa- 
tion. Ralph Upjohn has just taken over 
the distribution throughout southwestern 
Michigan of the Roamer, manufactured 
by the Barley Motor Car Co. The Kala- 
mazoo Auto Sales Co. distributes the 
Handley-Knight in this territory, while 
the Thomas M. Orrell Co. handles the 
Kalamazoo truck. 
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Iowa Motor Trades Pledged 
to Take Up Legislative Work 


Car Dealers in Convention Unite to 
Work for Legislation for Good 
of Industry 


C2DAR RAPIDS, IOWA, Dec. 11—A 
united pledge of the motor car deal- 
ers in Iowa to work actively for the 
passage in the state legislature of meas- 
ures recommended by the state body was 
the chief action of more than four hun- 
dred members of the Iowa Motor Trades 
Bureau, which closed its second annual 
meeting here yesterday. 

Among the proposals for which a fight 
will be waged are the following: Amend- 
ment of the motor vehicle law to provide 
a monthly registration fee, dependent on 
the month when the car is purchased by 
the user; removal of discrimination 
against dealers in used cars by providing 
U. D. plate numbers; elimination of the 
$1 a month penalty for failures to register 
a car by Jan. 1; establishment of a stand- 
ard road width; amendment for a con- 
tinuous number plate. 

The convention opened Wednesday, and 
was marked by the presence on the pro- 
gram of many well known automobile 
men, including F. E. Moskovies, vice- 
president of the Nordyke Marmon Com- 
pany; F. E. McClure, manager of the 
Ford Motor Co., Des Moines; John Han- 
son, one of the oldest dealers in the serv- 
ice in Iowa; Edward S. Jordan, president 
of the Jordan Motor Car Co.; G. M. Orr, 
president of the State Bureau and Charles 
L. Powell, counsel for the seventh district 
federal reserve bank, Chicago. 





Babe SR: Aten aah aR ll Ty Fe 


The winners of the Pulitzer Trophy on Thanksgiving Day last are shown above, the pilot, the plane and the engine. 
The pilot is Lieut. C. C. Mosely of the U. S. Army; the plane was designed by Engineer Verville of McCook Field 


engineering staff, and the engine was designed by J. G. Vincent, vice president of the Packard Co. 
develops around 600 hp. at 2000 r.p.m. 


miles per hour. 


The engine 


In the race the plane attained a speed of nearly three miles a minute or 178 
The plane is at present being overhauled and certain changes are being made in the gasoline line 


which it is believed will enable the plane to attain a speed of well beyond 200 miles per hour 
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Proposed Traffic Code Is Too 
Severe; Call Another Meeting 





Regulations Drafted By Special 
Committee Following Conference 
Not Approved 





LEVELAND, Dec. 15—Fifteen repre- 

sentatives of half a dozen powerful 
organizations connected with the motor- 
vehicle industry will meet in Washington 
Jan. 10 to consider the question of adopt- 
ing a proposed uniform traffic law. The 
Washington meeting follows the inability 
of the executive committee of the Na- 
tional Traffic Officers’ Association and 
representatives of other bodies to agree 
on a proposed uniform traffic measure at 
a meeting last week in the offices of the 
Cleveland Automobile Club. 

The measure that was not approved 
at the meeting in this city which ad- 
journed on Friday was drafted by a spe- 
cial committee appointed for the purpose 
at a meeting of traffic officers in San 
Francisco. The draft was submitted to 
the executive committee of the National 
Traffic Officers’ Association on Dec. 6 
and that body laid it before representa- 
tives of the Cleveland and other auto- 
mobile clubs. The National Automobile 
Chamber of Commerce, the American 
Automobile Association, the Motor Ve- 
hicle Association, the American Street 
Railway Association and liability insur- 
ance companies. 

Efforts were made to have the pro- 
posed code of traffic regulations approved 
without amendments by the organizations 
represented by invitation but the repre- 
sentatives balked on account of the 
severity of the code. At the meeting in 
Washington it is likely that a new na- 
tional association made up of the six 
interests represented at the meeting here 
and the traffic officers will be formed to 
back in state legislatures whatever 
traffic code, if any, is adopted in the 
national capital. 





DEALERS TO APPEAL TO CONGRESS 

New York, Dec. 17—General Motors 
dealers throughout the country will ap- 
peal to their representatives in Congress 
for an enlarged appropriation for the 
Bureau of Foreign and Domestic Com- 
merce to increase its staff of investigators 
and keep the American business man in 
closer touch with foreign conditions and 
opportunities. They will base their plea 
on the argument that with a larger export 
business and the continual operation of 
the factories the domestic price of cars 
would be reduced, thus insuring more 
home business. 


SEWELL NAMES DISTRIBUTORS 

Detroit, Dec. 16—Sewell Cushion Wheel 
Co., manufacturers of Resilient motor 
truck wheels, have appointed the follow- 
ing distributors: Marriott-Howe Tire 
Co., Mobile, Ala.; Rubber Tire & Supply 
Co., Springfield, Mo.; F. A. Thompson, 
Hutchinson, Kansas; M. H. Rykowski, 
New Orleans, La.; Habbie Motor Co., 
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Montgomery, Ala.; Baldwin Repair Co., 
Middletown, Conn.; A. F. Greene Co., 
Norwich, Conn.; Bee Jay Tire Service, 
Davenport, Iowa; Lampher Motor Co., 
Joplin, Mo.; Gibbes Machinery Co., Co- 
lumbia, S. C.; Gibbs & Williams, Salt 
Lake City, Utah; Peoria Tire & Vulc. Co., 
Peoria, Ill.; O. F. Kress Co., Lawrence, 
Mass. Further sales expansion is al- 
ready under way for 1921. 





Maxwell-Chalmers Cars to 


Be Merchandised Together 


Sacramento, Dec. 14—The Maxwell 
agency in this city has passed from the 
hands of the Don Lee Co., which has 
been handling that car, together with the 
Cadillac. The new dealers are the P. & 
B. Sales Co., which also has the Chal- 
mers. The change, it is announced, is a 
result of factory policy, which has de- 
termined that the cars made in the same 
factory shall be merchandised together. 
In San Francisco the Don Lee Co. has 
relinquished the Maxwell also, the car 
going to the Rose Chalmers Co. there. 





Detroit, Dec. 17—The Conduitt Auto 
Co. of Indianapolis has taken the Max- 
well franchise in addition to the Chal- 
mers. The Wallace Buggy Co. of Chat- 
tanooga and the Omaha Sales Co. of 
Omaha have taken the distribution of 
both the Maxwell and the Chalmers. 





Motor Truck Sales School to 
Be Established During Show 


St. Louis, Dec. 16—The Commercial 
Car Bureau of the St. Louis Automobile 
Manufacturers & Dealers’ Association 
plans to establish a motor truck sales 
school, which will be in operation during 
the next motor truck show. The school 
is to teach dealers in the St. Louis dis- 
trict how to sell a truck best suited 
for the purposes for which it is to be 
used. The committee consists of H. P. 
Federspeil, Southern Motor Co.; N. F. 
Gray, Newell Motor Car Co., and Craun- 
cey A. Cole, F. C. Meyer Motor Co. The 
decision to appoint such atcommittee fol- 
lowed a talk before the Bureau by C. R. 
Collins of Cleveland, manager of the 
National Association of Commercial 
Haulers, who complained that motor 
truck dealers paid too little attention to 
the matching of trucks to the work for 
which they are to be used. 


ORDERS POSSIBLE BY WIRELESS 


Cincinnati, Dec. 18—The Perkins- 
Campbell Co. has advised its branch 
managers and salesmen in the territory 
east of the Missouri river that rush 
orders hereafter may be placed by wire- 
less. » Don Baker, assistant sales man- 
ager, is a licensed radio expert whose 
Cincinnati station has been officially ac- 
cepted for the relaying of messages from 
Des Moines and other western points to 
the Atlantic seaboard. The company’s 


radio station has a wave length of 200 
meters extending west to Hastings, Neb., 
north to Montreal, south to the gulf and 
east to the Atlantic. 
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Show Fourteen American Cars 
at Belgian Post-War Exhibit 





Only Continental Display of Year 
Opens at Brussels—lIs inter- 
national in Character 





By W. F. BRADLEY 
European Correspondent of Motor Age 


RUSSELS, Dec. 12 (By Cable)— 

Burgomaster Max, one of the civic 
heroes of the war, opened Belgium’s first 
post-war automobile show, the only Con- 
tinental exhibition of the year, jn the 
Cinquantenaire Palace, this city, Satur- 
day. The exhibition is international in 
character, covering the entire automo- 
tive industry and brings together 309 ex- 
hibitors, establishing a new _ record. 
Seventy-six passenger car manufactur- 
ers have stands, forty of whom are 
French, fourteen American; ten Belgian, 
six Italian, four British, one Swiss and 
one Dutch. There is not a single Ger- 
man or Austrian exhibitor. The Amer- 
ican firms showing passenger cars are 
Buick, Chevrolet, Comet, Maxwell, Chal- 
mers, Dodge, Overland, Oldsmobile, 
Packard, Paige, Saxon, Stevens, West- 
cott and Willys-Knight. 

Technical interest in the exposition 
centers chiefly around the Belgian ex- 
hibits for all the manufacturers have pro- 
duced new models. Ansaldo, the biggest 
engineering concern in Italy has entered 
the automobile field and exhibits for the 
first time a light cheap production car 
with overhead valve four cylinder engine, 
70 by 120 mm. (2.76 by 4.73 in.) with 
three speed gearset and Hotchkiss drive. 

Fonck, the famous French aviator, has 
come into the automobile field with a 
high class. model of the sporting type 
equipped with a four cylinder engine, 
80 by 130 mm. (3.15 by 5.12 in.). An- 
other model of similar design has eight 
cylinders in line, four wheel brakes and 
left hand steering gear, the product of 
an engineer from Hispano. 

Renault has modified his six and now 
has cantilever springs without shackles. 
Lorraine-Dietrich shows a new light, 
cheap production six with modifications, 
now ready for production. Delivery is 
promised in February. 

Excelsior has brought out a new high 
grade six with cantilever springs and 
four wheel brakes. Metallurgique shows 
a new four cylinder model 100 by 160 
mm. (3.94 by 6.30 in.) of unit construc- 
tion with four speed gearset. The engine 
will be replaced later by a six of the 
same dimensions. Four wheel brakes 
are used with semi-eliptic springs. The 
car uses complete Bosch electrical equip- 
ment, 


Daoust is in production of a cheap 
popular car and also is building a sport- 
ing type with an engine of 183 cu. in. 
with overhead valves. Miesse has two 
new models with four and eight cylin- 
ders in a line, detachable head, overhead 
valves and four wheel brakes. 
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Concerning 


Men You Know 











Edward F. Stacey, for several years a depart- 
ment head for the Bosch Magneto Corp. plant, 
has become connected with the production depart- 
ment of Rolls- Royce of America, Springfield, 
Mass. 


C. L. Mason, who has had long experience in 
the rubber industry; has been appointed sales 
manager of the Denman Myers Cord Tire Co., 
Warren, Ohio. 


Stephen S. Rogers has been connie sales- 
manager of the Hatch Motors Co., Philadelphia, 
which handles the Marmon and the Hupmobile. 


P. V. Burwell has been made assistant adver- 
tising manager of the Black & Decker Mfg. Co., 
Baltimore. G. W. Brogan is head of the depart- 
ment. 


H, §E. Crocker, branch manager of the United 
States Tire Co., in Boston, has been made dis- 
trict manager. 


L. C. Rockhill, salesmanager of the Goodyear 
Tire & Rubber Co., has been elected to the board 
of directors to succeed J. Loomis who has 
retired on account of ill health. 


W. J. Foster, formerly assistant truck sales- 
manager of the New York branch of the Pack- 
ard Motor Car Co., has been appointed transpor- 
tation engineer and assistant to the truck sales- 
manager of Hare’s Motors, Inc. 


K. W. Robinson has been appointed manager 
of the direct factory branch of the Packard 
Motor Car Co. which has been opened at St. 
Joseph, Mo. 


J. J. Fiynn has been appointed purchasing 
agent for the Mason Tire & Rubber Co., Kent, 
Ohio; J. B. Paltz, assistant purchasing. agent ; 
I. C. Monroe, assistant superintendent of the tire 
division and E. H. Gorsuch, chief chemist. 


Told at Conference Result of 


Recent Overland Sales Contest 


Kalamazoo, Dec. 17—H. B. Parker, 
president of the Kalamazoo Auto Sales 
Co., Overland distributor in southwest- 
ern Michigan, called in all his sub-deal- 
ers for a conference and dinner. An- 
nouncement that this agency had won 
second place in the nation wide retail 
sales contest staged by the Willys-Over- 
land company was greeted with ap- 
plause. 

Those present from out of the city 
were: F. D. Travis, Plainwell and Alle- 
gan; Harry Richards, Albion; Jim 
Woodward and L. J. Montgomery, Battle 
Creek; G. W. Stover, Berrien Springs; 
Fred Moyer, Buchanan; Jerry Ryan, 
Bronson; W. F. Turner, Cassopolis; Mc- 
Naughton & Warner, Coldwater; L. R. 
Jones, ners Clare Leach, Hart- 
ford; W. E. King, Homer; S. W. Ross, 
South Haven; J. L. Montgomery, Stur- 
gis; John C. Hackenberg, Three Rivers; 
Barhite & Miller, Vicksburg; J. -D. 
Naftzger, Bangor; E. A. Moore, Con- 
stantine; Stevens & Easton, Dowagiac; 
Charles P. Baker; Battle Creek; Stover 
Auto Co., Niles; Scharer Bros. Auto Co., 
Benton Harbor; T. M. Carmody, Water- 
vieit. 
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DUNKIRK SUCCEEDS EMPIRE AXLE 

Dunkirk, N. Y., Dec. 16—The Dunkirk 
Axle Corp. has been formed to succeed 
the Empire Axle Co., which filed a peti- 
tion in bankruptcy a few months ago. It 
has taken over the assets of the Empire 
company and will continue the manufac- 


Max E. Loomis, formerly with the Reo Motor 
Car Co., has been made advertising manager 
of the Sparks-Withington Co., of Jackson, Mich. 


E. J. Krause, Jr., has been appointed manager 
of the service station equipment division of the 
Fairbanks Co. Mr. Krause formerly acted as 
general sales manager of the Service Station 
Equipment Co. for which the Fairbanks company 
is exclusive sales agent. His headquarters will 
be at the Chicago factory. 


E. G. Soward has been made special district 
supervisor for the Liberty Motor Car Co. for the 
West-Central states. Mr. Soward formerly was 
general sales manager for the Jeffrey Motor 
Truck Co. 


M. M. Friede has been made sales manager of 
the Disco Electrical Manufacturing Co. to suc- 


ceed A. C. Hyser. 


T. S. Merrill of Detroit, secretary of the Gen- 
eral Motors Corp., has been designated Michigan 
representative of the corporation, according to 
papers filed in Lansing in accordance with state 
laws. The corporation’s property in Michigan 
consists of holdings in Detroit, Flint, Pontiac, 
Saginaw and Jackson at an estimated value of 
$111,167,649. 


Earl W. McGookin has returned to the post of 
special car representative to Michigan and Ohio 


for William H. Johnston Manufacturing Co. after 
an absence of two years. 


L. Logie, formerly general sales manager of 
the Chalmers-Maxwell companies for Canada, and 
recently associated with tractor interests in 
Toronto, has been appointed district supervisor 
for Canada for the Liberty Motor Car Co. 


ture of axles. The interests now in con- 
trol of the Dunkirk Axle Corp. are the 
same as those which control the Watson 
Products Corp. of Canastota. They owned 
the controlling interest in the Empire 
Axle Co. and’ were instrumental in the 
formation of the new corporation. 


TRACTOR DELIVERY 
TRUCK 
(Concluded from page 15) 


BUILDING THE 


entry of the work done under the proper 


headings and the time he stopped, and 
should another workman resume work 
on this same job, he would make entries 
covering his work on the line below. 

At the completion of the job if in shop 
it is‘inspected by the foreman and the 
date and time completed is entered in 
the lower right-hand corner and signed 
for, and this card is then passed to the 
clerk, who computes and inserts the 
hours, rate and amount and totals same. 
If in the field the service man makes 
computations, collects and returns card 
to office. 

The reverse side of the card is pre- 
pared for entries covering the quantity, 
catalog number and names of parts used 
and the remarks column is for the pur- 
pose of any remarks. These entries will 
be made by workman applying the,parts, 
the price column being left blank and 
this is filled in by the clerk after the 
job is completed. 

The clerk also computes the net labor 
and net material charged and the card is 
filed as a charge against the owner until 
such time as payment is received, when 
it is removed from that file, entry of 
payment made and filed in a permanent 


December 238, 1920 


file for future references, if necessary, 

This does away with the necessity of 
keeping an elaborate set of books cov- 
ering repair work and also gives the 
dealer a complete record of all repairs 
made to any tractor by him, as a note 
can be made under owner’s name in 
ledger entry with reference to the job 
number and the card covering the jo} 
can be easily located in its proper nu- 
merical position in the permanent file. 

Job numbers should be started at the 
beginning of the year and run con 
secutively. 


Keeping Busy With 


Service 
(Concluded from page 9) 


tional insurance. What we need in the 
automotive business is more attention 
to follow-up-work. 

Sell a man a car, but sell him the serv- 
ice also. And, if he owns a car, sell him 
service anyway. Next time he buys, he 
probably will buy the car you handle 
if you have sold him your service. It is 
short of criminal to have car owners 
say they never have been approached 
by the dealer’s service department. We 
know the average automobile cannot go 
forever without service work of some 
kind, varying from minor adjustments to 
complete overhauling. So, the minute a 
man is sold a car, a record should be 
made and that car checked up at various 
times to ascertain its mileage. After a 
car goes so many thousand miles the 
chances are ten to one certain jobs have 
to be done on it. The wise dealer is on 
the lookout for this and shoots out a 
letter to the car owner at the proper 
time. If an owner is convinced that he 
will have a better operating car and 
that it is to his advantage to have certain 
jobs performed on that car he is very 
apt to sanction the work. If the dealer 
does not go after this follow-up proposi- 
tion, Mr. Carowner is apt to seek any 
sort of shop that hangs out a sign “‘auto- 
mobile repairing” and take his car there. 
If you have a lot of car owners in your 
territory operating the make of cars you 
sell and service and they go some place 
else for their service, there is but one 
answer—you have not sold them your 
service. 


Midwest Building New Type 
of Truck and Tractor Engine 


Indianapolis, Dec. 20—The Midwest 
Engine Co. of this city is building a 
new type of truck and tractor engine, the 
Midwest Utilitor, and a complete line 
of pumps and turbines, During the war 
this company gained a reputation for 
building a large number of Parson tur- 
bines having delivered the first. sampl« 
to the government in the record of 90 
days from the time the drawings were 
made. 

At a recent meeting of the board of 
directors Lon R. Smith, well known in 
automotive circles, was elected vice-pres 
ident of the company in charge of sales 
and advertising. 
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Resumption of Work in Plants 
of Willys-Overland Is Delayed 


Company Will Pursue Conservative 
Program in View of Present 
Condition of Market 


EW YORK, Dec. 20—Production will 

not be resumed Jan. 3 in the plants 
of the Willys-Overland Co. as had been 
expected. When the making of cars will 
be undertaken again has not been de- 
termined. It can be stated that the rea- 
son for the delay is found in the condi- 
tion of the market. The company does 
not believe the times are auspicious for 
the turning out of motor vehicles in 
large numbers and when manufacturing 
is started again it will be on a scale ade- 
quate to meet actual demands and no 
more. As a matter of fact this is the 
present policy of all the Willys com- 
panies. Business prudence, it is felt, 
makes operating economy essential and 
the conservation of cash wise. This is 
demonstrated by the passing of the 
quarterly dividend on the preferred stock 
of Willys-Overland. 

The directors have issued a statement 
in which they say: 

“Until the period of readjustment in 
the motor industry now in progress has 
been completed and abnormal credit con- 
ditions relieved, the company will pur- 
sue a conservative manufacturing pro- 
gram looking toward the reduction of in- 
ventories and the establishment of the 
utmost manufacturing and merchandis- 
ing efficiency. To that end = several 
changes in executive personnel have been 
made. 

“Financial position of the company 
has been considerably strengthened by 
this program, At the present time quick 
assets are in the ratio of approximately 
two to one to liabilities.” 

The air has been filled of late with 
speculation and rumor about Willys- 
Overland and the whole Willys organi- 
zation. Most of these reports have been 
entirely without foundation or the reason 
for steps which have been taken have 
been misconstrued. It can be said on 
authority that Willys-Overland is not by 
any means in dire need of funds. All its 
bank loans have been renewed and no 
important financing will be necessary for 
some time to come. When this financing 
is undertaken it will be on a permanent 
rather than a temporary basis and it is 
likely to include all the Willys enter- 
prises. 


Opportunities Department at 
Shows to Attract Small Dealer 


Indianapolis, Dec. 18—The Nordyke & 
Marmon Co. will establish at the New 
York, Chicago and subsequent shows 
vhat is known as an Opportunities De- 
partment, This, as its name indicates, 
vill be for the purpose of showing to 
lealers and prospective dealers, primar- 
ily in the small towns, what opportuni- 
ties lie in their territory. 

All phases of the district in which 
the dealer or prospective dealer lives 
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will be thoroughly analyzed. After the 
analysis is made demonstrations will 
be given of the co-operation of the 
sales, sales extension and advertising 
departments. The work of other depart- 
ments of the company will be portrayed 
such as the field maintenance and re- 
newed car and the work of the sales and 
service schools will be outlined. 

The Opportunities Department is a 
new departure and means a closer co- 
operation between the factory and the 
selling field. 


SET WILMINGTON SHOW DATES 

Wilmington, Dec. 17—The' annual au- 
tomobile show will be held in the Audi- 
torium March 1 to 5 under the auspices 
of the Wilmington Motor Trade Associa- 
tion. The Auditorium is the largest hall 
yet used for a Wilmington show and 
while details have not been worked out 
it is likely that motor trucks as well as 
passenger cars and accessories will be 
shown. 








Distributor Distributes 
Bonuses to All 
Employees 


HICAGO, Dec. 17—The Hudson 

Motor Co. of Illinois is a distrib- 
utor in more senses than one. Every 
employee who has been in the service 
of the company for at last six months 
will receive a bonus at Christmas 
time. The company was launched 
about two years ago. 

“We feel that the employees have 
contributed substantially to the suc- 
cess of our company,” says J. R. His- 
ted, the manager. “They deserve to 
be rewarded for loyal and faithful 
service. It is our plan to distribute 
to all salaried employees who have 
been with us for a year or more a 
month’s salary and to those who have 
been in our employe for six months 
or more one-twelfth of their monthly 
salaries. Those who are employed by 
the hour will be awarded a bonus of 
five cents for every hour they have 
worked.” 








Survey of Country Being Held 
to Fix Willys-Overland Plans 


Toledo, Dec. 18—The Willys-Overland 
Co. is conducting a survey of the country 


to determine the automobile buying pros- . 


pects for the coming year. The com- 
pany’s plans will depend a. good deal 
upon the results of this investigation. 

Sales Manager A. C. Barber, who is 
directing the survey is in the West at 
the present time but is expected to re- 
turn to Toledo shortly after Christmas 
when a conference of sales, financial and 
production experts of the company will 
go over the conclusions. 

The reports thus far received are such 
as to lead the officials to hope that pro- 
duction can be resumed again on a 
large scale after the first of the year. 
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Receiver for Goodyear Tire 
Company Asked by Attorney 


Action Comes as Surprise—Immedi- 
ate Hearing on Dismissal Motion 
to Be Asked 


OLUMBUS, Ohio, Dec. 20—Frank S. 

Monnett of this city holding 45 
shares of preferred stock has brought 
suit in the Franklin County courts 
against the Goodyear Tire & Rubber Co. 
of Akron, asking for an injunction to 
restrain the company from completing 
its financing plans and also demanding 
an accounting of past operations. A re- 
ceiver to take charge of the company’s 
affairs pending an investigation is also 
sought. Mr. Monnett was formerly at- 
torney general for Ohio. 





Akron, Dec. 20—F. A. Seiberling, pres- 
ident of the Goodyear Tire & Rubber Co., 
in a statement issued at his home in 
Akron following the filing. of the suit 
for the appointment of a receiver, de- 
clared that the company was entirely 
solvent. He added that steps would be 
taken at once for a hearing on a motion 
to dismiss the action. A part of the 
statement foliows: 


Action Comes as Surprise 


“Neither the Goodyear Tire & Rubber 
Co. nor its attorneys have as yet re- 
ceived a copy of the petition or complaint 
filed by Mr. Monnett and consequently 
do not know the nature of the averments 
made by him as a basis for his suit. I 
understand that Mr. Monnett is the own- 
er of 45 shares of the preferred stock 
of the company and that it is as such 
stockholder that he brings the suit. This 
action on his part comes as a great sur- 
prise both to myself and other officials 
of the Goodyear Tire & Rubber Co. The 
company is absolutely solvent, having 
not only sufficient assets to pay every 
dollar of its indebtedness but enough 
to cover its entire outstanding preferred 
stock, leaving many millions of dollars 
for the common stockholders. 

“True, like many other of the coun- 
try’s large industrial concerns, the Good- 
year Tire & Rubber Co. has felt the need 
for ready cash brought about by the 
present curtailment of credit and a tem- 
porary depression affecting business gen- 
erally. As a means of meeting this 
present situation and with the purpose of 
caring for its present obligations and 
providing for a permanent financing, a 
plan has been worked out to the entire 
satisfaction of the officials which will be 
presented at a special meeting of the 
stockholders already called for Dec. 24, 
1920. 


Stockholders Assured 


“If this plan should be adopted by the 
stockholders and we fully expect that it 
will the officers and directors believe that 
the future stability and prosperity of the 
company will be assured and the inter- 
ests of all of its stockholders, both com- 
mon and preferred will be fully -pro- 
tected.” 

























































































Applied to the rear wheels. 


the upper rear section of three-quarter elliptic spring 
used as standard equipment 


A rigid arm replaces 
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The Bedwell springs applied to the Dodge Car. The 
view above shows the front wheel installation. A 
steel casting is fitted to the spring pad 


New Spring Suspension Developed 


Autobuoys Described Here Replace the Leaf 
Spring With Inclosed Compression Coil Springs 


ROM the Bedwell Corp. of Rockford, 

Ill., comes an announcement, con- 
cerning a new type of motor vehicle 
spring, termed Autobuoys, which bears 
discerning interest because of the fact 
that motor vehicle springs have changed 
hardly at all since the first inception of 
the motor driven vehicle. The spring 
under consideration holds the vehicle in 
suspension through the compressive 
action of two coil springs which take the 
place of the regular leaf spring and which 
occupy the same relative position as the 
leaf spring. 

From the photographs it will be seen 
that two tubular compressive members 
are used in the place of each leaf spring. 
The spring is shown installed on a Dodge 
car which has been made a standard re- 
placement spring for this make of car. 
The company is rapidly developing the 
spring for other makes of cars and soon 
will be in a position to supply it for any 
make. 

The action of this spring is entirely 
different from ordinary springs, for the 
car is not supported by the direct up- 
ward thrust of the supporting spring, 
but rather by the vertical component 
of the force resulting from the resolu- 
tion of the angular compressive force 
of the spring into its horizontal and 
vertical components. 


From this it will be seen that the 


car is always held suspended between 
these two compressed springs, and that 
any spring action occasioned by undula- 
tions and inequalities of the roadway 
serve only to further compress the 
springs, retaining the body of the ve- 
hicle in its position by the larger thrust 
of the vertical component of the force 
in a vertical plane. 

From close observation of the riding 
qualities of this spring, the writer is 


able to state that something new in rid- peded progress. 


ing performance awaits the one who 
takes his first ride in a car equipped 
with these springs. Over a stretch of 
a roadway which was still in the con- 
structive stage, a Dodge car equipped 
with these springs, traveled at a wide 
range of speed, varying between three 
miles per hour and twenty miles per 
hour. It was impossible to travel faster 
on this road for many of the stone piles 
were severely high, which greatly im- 
At all times, though 





Front view of the Bedwell springs on a Dodge touring car 
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ihe car body rode with the greatest of 
ease, one distinctive feature of the ac- 
tion being the noticeable absence of re- 
bound. 

The Dodge car has, of course, a three- 
quarter elliptic spring on the rear end, 
and when this spring is applied to the 
Dodge it becomes necessary to supply 
an extra arm or bracket to support the 
rear end of the rear spring. For this 
purpose an arm of cast steel is made 
whose cross sectional area is more than 
sufficient to support any load which may 
ever possibly be encountered. This 
bracket or arm is part of the equip- 
ment with the spring and is so designed 
that it may be easily secured in place 
where the upper end of the rear spring 
formerly rested. The illustration of the 
rear end with the rear wheel removed 
shows this installation. 

In order that some constraining force 
might be applied to hold the rear wheels 
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and front wheels to some definite path 
of travel, it will be noted that the for- 
ward spring for both the front and rear 
is secured by a connecting link which 
swivels from different centers than does 
the springs centers. For the forward 
front spring this link is secured at a 
point approximately midway up _ the 
tubular sectioned member and to the 
axle pad casting at a point on the axle 
center line. The link for the front wheel 
springs, holds the radial travel of the 
axle to a locus of travel that is correct 
for the elimination of wheel wobble and 
cramping action which would otherwise 
be caused by a binding of the drag link. 
The axle pad casting for both the front 
and rear is of cast steel and is secured 
to the spring pad in the same manner 
as the replaced leaf spring was secured. 
The shackle bolts at each end of the 
tubular members are lubricated in a 
very ingenious manner. A small hole 
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is drilled through the casting which con- 
nects the compression spring chamber 
with the boss for the shackle bolt. Inas- 
much as a bath of oil is kept within the 
spring chamber at all times the pumping 
action of the tubes, occasioned by the 
compression of the springs, forces a 
small quantity of oil to the shackle bolts 
whenever the car is in motion, but is 
withheld once the car stops. 

There are two springs within each 
tube. One might be termed the primary 
spring, which compresses and reacts dur- 
ing all ordinary spring actions. For 
extraordinary defections, such as would 
be occasioned by a very severe roadway, 
the secondary or auxiliary spring comes 
into action. The sectional view shows 
the position of the main spring and the 
auxiliary spring. It will be noted that 
the auxiliary spring is dormant until] the 
main spring is compressed a  pre- 
determined amount. 





Curtis Two Stage Vertical Air 
Compressor Unit 


HE Curtis Pneumatic Machinery Co. 

of St. Louis has recently placed on 
the market the first vertical two stage 
air compressor. It embodies the same 
fundamental features of their single 
stage compressor with additional fea- 
tures developed by Curtis engineers. 

A two stage air compressor is one hav- 
ing a low pressure cylinder which takes 
in free air wherein the air is compressed 
and then passes through an intercooler 
into a high pressure cylinder where it is 
compressed to the final pressure. Unless 
there is efficient cooling of the air as it 
passes from the low pressure to the high 
pressure cylinder, the full advantage of 
two-stage compression is not obtained. 
The efficiency of an intercooler depends 
to a great extent upon the material of 
which it is made, the thickness of the 
metal and the way in which the radiating 
fins are attached to the intercooler pipe. 

The intercoolers of this compressor 
are made of copper tubing with thin cop- 
per radiating fins tinned to the copper 
tube. The design of this intercooler and 
the fact that copper is the best heat con- 
ductor among the common metals, forms 
the basis for the claims of the efficiency 
of their intercooler. 





Curtis vertical compressor 


The single stage compressors which 
have been built for service station work 
are for use up to 150 lb. This compressor 
is for pressure 125 lb. and higher. A 
pressure of over 200 lb. has not been 
found desirable for garage work, due to 


difficulty in keeping a tight pipe line, 
fittings, valves and tank; also, that the 
air hose will not have long life with 
high pressure. However, if pressures 
lighter than 200 lb. are desired this com- 
pressor will be able to provide them. 

Another feature of the Curtis com- 
pressor is the fan flywheel. This wheel 
directs air against the radiating flanges 
of the compressor and also the cooling 
vanes of the copper intercooler. 

A splash oiling system is used and the 
cylinder lubrication is permanently reg- 
ulated. A high and low level filling gage 
is used which makes it possible to de- 
termine whether there is enough oil in 
the crankcase or not. 

The valves are of light weight and a 
large area can be easily inspected with- 
out removing the head or loosening any 
pipe connection or fitting. The head can 
be removed without loosening and fit- 
tings. A safety gage is provided which 
prevents possibility of broken valves 
dropping into the cylinder. 

These machines are equipped with a 
hand unloader which permits the com- 
pressor to be started, against full tank 
pressure. An automatic starting “and 
stopping device including a centrifugal 
unloader can be furnished at an addi- 
tional cost of $40. 

Two styles of compressor units are 
built, one with the compressor and the 
electric motor mounted above the tank 
as shown, the other with all of the units 
separate ready for mounting. 





This shows a sectional view of the 


Bedwell “‘Autobuoy” spring applied 
to the Dodge chassis 


























































HE Stewart Motor Corp., Buffalo, N. 


Y., finds that the door bell survey is 
a great developer of prospects. It wanted 
to find out exactly the conditions in a 
certain territory. It made out a separate 
card from the telephone classified direc- 


tory for every coal dealer, every con- 
fectioner, dyer, cleaner, produce mer- 
chant, baker, etc., and gave the cards to 


two young men, not salesmen. 
These young men called on 111 pros- 


pects in three and one-half days, the 
entire cost being a little over $40, and 


this is what they found: 

Five were immediate prospects for 
trucks. 

Five had just purchased trucks. 

Thirty-six stated they would be in the 
market for trucks after Jan. 1. 

Twenty-six reported they would not 
need additional trucks for the next year 
or so. 

Four stated they would be in the 
market soon but decided on other makes 
of trucks. 

Three using horses and were satisfied. 

Thirty-two stated they could not use 
motor trucks. 

The young men did not try to sell 
trucks because they were not salesmen, 
but salesmen were promptly sent out to 
work on the five for immediate pur- 
chase; one sale has already been made 
and the others look likely. 


Capitalize Your Skilled 


Mechanics 


Every skilled employee in the service 
department is a real asset and can be 
made to bring in work. MHere’s how: 
Suppose that the dealer placed a placard 
at some prominent point in the building 
upon which appeared some such notice 
as this: 


ALL OUR MECHANICS ARE SKILLED 


AND EXPERIENCED 


Roy Bates, specialist in rear axle work, 
fs a graduate of the So-and-So Automo- 
bile School and had four years’ experi- 
ence in the Ford factory. 

Harry J. Small, our specialist in start- 
ing, lighting and ignition, has grown up 
with the industry, having seen fifteen 
years’ garage service experience. 

Suppose that all the service depart- 
ment employees were listed like this and 
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epartment, of 


BETTER BUSINESS 


Conducted by RayW. Sherman 
The Door Bell Survey Never Fails 


then suppose that the 
up with this statement: 

GET YOUR CAR SERVICED BY EX- 
PERTS AT NO HIGHER PRICES THAN 
OTHERS CHARGE. 

Wouldn’t this tend to make more busi- 
ness, as well as create advertising for 
the service department? 


placard wound 


Nine Ways to Get 600 


Prospects 


The Clemens Automobile Co. of Des 
Moines has just completed a campaign 
for new business and new prospects. 
Instead of staging one unusual event the 
company developed a dozen features and 
carried them out simultaneously during 
the week of the campaign. Here are 
some of them: 

Owners of cars handled by this com- 
pany were offered 25 cents in trade for 
every passenger carried during the week, 
this resulting in a large number of own- 
ers co-operating and incidentally saying 
a good word for the company and the 
car. 

A fleet of the cars carried 4789 passen- 
gers during the week, picking them up 
as they stood on the street corners wait- 
ing for street cars. 

Across the street from the principal 
hotel in the city one of the cars, driver- 
less, went round and round in a 33% ft. 
circle over a very bumpy course from 
early morning until late at night for the 
full week. 

Two young women were employed to 
drive the cars in the downtown district 
all day every day, the cars being appro- 
priately lettered calling attention to their 
ease of handling in traffic and adapta- 
bility for women driving. 

Actual quotations of what owners had 
said about their cars were used in the 
advertisements which appeared every 
day in each of the three local papers. 
*A show window containing a Santa 
Claus lightly wafted to a housetop in one 
of the cars and preparing for his usual 
descent down the chimney attracted 
much attention. 

The last night of the week there were 
moving pictures, music and dancing at 
the show rooms. 

Over 600 new live prospects were se- 
cured during the week. The entire retail 
sales force was used both days and 


evenings in carrying passengers. The 
immediate sales were all made to buyers 
who came to the store of their own 
volition. Concentrated retail sales work 
began on the following Monday with the 
retail force at the highest pitch of enthu- 
siasm, 


After Theatre Business 


First aid to motorists stalled after 
theatre has proved a big winner for the 
Hurry-Up-Meridian Co., Indianapolis. 
During the cold winter weather the 
company stations a towing automobile in 
front of each of the leading theatres. 
After standing several hours in the cold, 
engines refuse to turn over and gasoline 
refuses to vaporize. Then comes the 
towing automobile of the Hurry-Up- 
Meridian Co. The fee is $5, whether the 
car is towed a block, and then decides 
to run on its power, or whether it is 
towed all the way to the owner’s home. 
Women seem particularly glad to get this 
service. On some winter nights one 
truck has made as high as $65 for the 
company. 


The Light in the Window 


The Jesse A. Smith Auto Co., Milwau- 
kee, has a parlor lamp of unusual beauty 
and size in its display rooms, which front 
on two streets, one of them Grand Ave- 
nue, the main thoroughfare of the city 
so far as the main business section is 
concerned. At night this lamp is lighted 
and is the only spot of light showing 
from the big plate glass windows. Hun- 
dreds of people are attracted sufficiently 
to shop at the window. Underneath the 
lamp and surrounded by the tasty furni- 
ture of the reception parlor for custom- 
ers, the curious may read of attractive 
offerings in used cars. 


Getting the New Arrivals 


A “neighborhood service station’ in 
one of the outlying sections of a ‘large 


‘city has made an arrangement with the 


real estate men maintaining offices in 
that section, to be notified of all new- 
comers who purchase or rent homes. As 
most of the people moving into the sub- 
urban sections are car owners, or would 
otherwise prefer to live nearer to the 
downtown stores and offices, this service 
man finds in the lists he receives a large 
proportion of potential customers for 
service and equipment. He establishes 
the connection with a personal call on 
the newcomer. 
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A Notice Like This Would Help to Eliminate Many 
Misunderstanding in the Service Department 





TO OUR CUSTOMERS : 


We know that you want your automo- 
bile as soon as possible. 

Repairs are started without delay. 

You need the automobile. 

We need the space it occupies. 

And a car on the road is our best ad- 
vertisement. 

Repair work is more or less uncertain. 

We cannot conscientiously make a 
definite promise as to when the repairs 
will be completed. 

We cannot definitely promise you your 
car while it is undergoing repairs. 

Please do not call us up requesting any 
such information. 

You will immediately be notified by 
telephone when your car is ready. 


Do not delay in calling for it at once. 
You will be charged $1.50 per day storage. 

Our checking facilities are limited to 
accommodate the equipment in your car. 

We will not be responsible for any per- 
sonal belongings left therein. 

The less equipment you have the 
quicker you will get away. 

Don’t forget to bring your chest key. 
You cannot get your equipment without it. 

Remember we are open from 8 a. m. to 
5 p. m and to 12 m. on Saturday. 

Don’t lose this slip. It is a receipt for 
your car as well as for the equipment. 

We'll help you You help us. 

We thank you. 


BUICK MOTOR COMPANY, 
220 West 84th Street. 





The above is part of the repair job ticket used by the Buick Motor Co., New York, 
and saves the customer and the service station from considerable annoyance 


Comfortable Customers 
Easier to Sell 


Some salesrooms are so directly con- 
nected with the service departments that 
only big, intervening doors separate the 
two sections. Quite often the service 
department is kept at a rather low tem- 
perature during the winter and this low 
temperature communicates itself to the 
salesroom. As a result, the salesroom 
is often very chilly and uncomfortable. 
Consequently, when prospects are 
brought into the salesroom they receive 
a bad impression and, instinctively, feel 
that automobiling in the winter time in 
the cars offered for sale, is going to be 
a mighty cold proposition. As a result 
there develops an undefined attitude of 
antagonism on the part of the prospects 
which it is hard for the salesman to over- 
come. Atmosphere and environment are 
big factors in selling cars and by making 
the salesroom attractive the dealer will 
be going forward toward helping winter 
sales, 


An Urgent Message 


A tire dealer in Milwaukee stimulated 
Sales by sending a circular letter to 
customers which looked a great deal like 
telegraph blanks. The letter went for- 
ward on Monday and said: “We are 
going to announce an offer of —— tires 
in Thursday’s newspapers. Watch for 
the announcement. As you are a regular 
customer, call in Tuesday or Wednesday 
and we will give you the advantage of 
the special proposition in advance of the 
general public.” 


Charting “Sedan Days” 


The Chicago Oakland Co., Chicago, is 
commercializing weather conditions to 
promote the sale of sedan models. The 
monthly calendars for the first six 


months of 1920 and those of the last six 
months are framed and each. day is 
marked off with different colored crayon 
to denote whether the weather on that 
day was cloudy, rainy, cold, etc. It finds 
that at the end of the year 284 were 
sedan days and that only 81 were suit- 
able for open car driving. The frames 
are hung in the front window of the 


salesroom. 


Sales Epigrams—They 
Help 


Albert Elton, Cadillac distributor in 
Youngstown, Ohio, gives the following 
pointers for sales and service staffs: 

Sales don’t turn up in this world until 


some salesman turns them up. 
While some are considering when to 
begin it is often too late to act. 





One Idea Grows to 
35,000 


NE idea in your own mind is one 

idea. That same idea given to 
35,000 other men through the Better 
Business Department of Motor Age 
becomes 35,000 ideas. 


Ideas help us all. They are the be- 
ginning of money-making plans. The 
smallest good thought may lead to a 
big result. Just as you are getting the 
good ideas of others through this de- 
partment, give them a chance to get 
square with you by using one of 
yours. For the trouble of writing the 
idea Motor Age will send you ONE 
DOLLAR, and you have the satisfac- 
tion of having done the industry a 
service. 
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Weak salesmen wait for sales; real 
salesmen make them. 

The salesman who is good at excuses 
is good for nothing else. 

One today is worth two tomorrow. 

The secret of successful salesmanship 


‘is to know when the prospect will put 


his name on the dotted line. 

Civility and courtesy cost nothing and 
buy everything. 

During this reconstruction period do 
not hang a crepe on your face and deal 
out gloom and grief in your conversa- 
tion. 

No thoroughly occupied salesman has 
ever yet run out of good live prospects. 

Success in salesmanship treads on the 
heels of every genuine effort. 


Try This 


To avoid loss of small articles and 
equipment when a customer’s car is 
brought into the service station, the 
Buick Motor Co., in its service station 
at 84th street and Broadway, New York 
City, uses the following plan: When the 
car comes in all articles are taken off 
in the presence of the car owner and 
put into a box, about 3 by 2 by 2, and 
the key is given to the owner. This 
eliminates any receipt and the troubles 
connected therewith. There is a rack for 
the storage of the boxes and a number 
for every box and key.—L. R. S. 


Why Wait Till Spring? 


“Avoid the spring rush for repairs,” 
is the slogan adopted by Strong Motors, 
Inc., of Rochester, N. Y., for getting re- 
pair work during the winter and boost- 
ing winter business. The company says 
that putting the car up for the winter 
is an idea as extinct as shutting up the 
front parlor on Sunday night for the rest 
of the week, nevertheless it feels that 
there should be a general annual in- 
spection. “This work can be accom- 
plished now with the greatest efficiency 
and consequently the best results” it 
tells the owners, “and at the least in- 
convenience to you. Of course, it is a 
bother to wait on the corners for a street 
car to come along, and then to fish 
through the pockets for the elusive 
nickel and coppers but it is much better 
now than later.” 


Service Pays Overhead 
During Winter 


Service is generally expected to pro- 
duce in sufficient amount to not only 
carry the overhead of a motor car agency 
in winter season but also to afford a 
revenue as well. This works out very 
satisfactorily among numerous dealers. 
Most of them have service departments 
that are ample for all purposes. Some 
of these dealers have departments of 
such magnitude as to not only overhaul 
the car but to paint and trim it as well. 
In past years these shops have not 
lacked of custom and there is every rea- 
son to believe this winter will be no 
exception. 
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Autogenous Weldiney? 


Wheat it is and how itis applied : 
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What Welding Means to the Automotive Service Man 


HIS is the twenty-third of a series of 

articles on autogenous welding. These articles 
are intended to be of aid to the man who must 
learn the art of welding with little or no personnel 
instruction. They are also intended as a reference 
for the man attending a welding school. It is 
likely that during the first few months of his in- 
struction many problems will come up that may 
be solved more readily with these articles on hand. 

Finally, this service should be of benefit to any 
automotive service man or repairman, even though 
he never intends to have a welding torch in the 


shop. The reading of these articles will give him 
an understanding of the subject which should 
greatly aid him in general repair work. He will 
be better able to decide, when he has a part to 
repair, whether it is feasible or not to weld it, 
and if so, jf it will pay. The more familiar one 
becomes with this art, the wider the scope of its 
application. The man who is versed in the art 
will find many clever applications that one who 
is less familiar with the subject would never dream 
of. An understanding of welding principles offers 
a new technique to the repair man. 
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Part XXIII—Welding Equipment 


i. is not advisable to go into detail 
regarding various fluxes and welding 
rods. The advice of a manufacturer or 
dealer in first class welding supplies 
should be taken. For example, if a 
special rod is desired for welding a nickel 
steel crankshaft, specify a rod for such 
a purpose and let it go at that. 

The supplies required, according to a 
prominent manufacturer of welding 
equipment, are: 

Cast iron welding sticks. 

Rods for wrought iron and steel. 

Nickel steel rods for alloy steels. 

Aluminum rods. 

Rods for brass and bronze. 

Wire for copper. 

Cast iron scaling powder. 

Flux for brass, bronze and copper. 

Aluminum flux. 

In addition, asbestos paper, carbon 
blocks for building up gear teeth, etc., 
asbestos gauntlets and gloves, and spec- 
tacles and goggles must be provided. 

It is folly to attempt to save money 
on welding supplies. It pays in the long 
run to buy welding rods, fluxes and other 
materials from the people who know how 
to make them. 

Any temptation to compound fluxes or 
to obtain welding rods from a local deal- 
er or foundry should be scrupulously 
shunned. 

The importance of using the very best 
welding supplies obtainable cannot be 
over estimated. Success depends quite 
as much upon the suitability of the weld- 
ing rod, wire, and flux as upon the effi- 
ciency of the apparatus and the skill of 
the operator. Saving in the cost of weld- 
ing material by purchasing inferior qual- 
ity usually results in actually increasing 
the cost of welding by requiring longer 


























Fig. 94—Preheating equipment 


time and more gas with increased possi- 
bility of failure in the result. 

The equipment required for the weld- 
ing shop is unusually simple. It is, of 
course, necessary to have a_ welding 
torch with an assortment of tips, oxygen 
and acetylene, hose regulators, oxygen 
and acetylene tanks, fluxes, welding rods, 
asbestos paper, fire brick and charcoal 

Additional equipment required for the 
general run of work is practically nil. 
Almost any automobile repair shop will 
have the odds and ends necessary for 
most jobs. 

The welding art has not progressed to 





such a point where there are a variety 
of adjustable jigs, fixtures and clamps 
for automatically holding together vari- 
ous kinds of work. It is up to the in- 
genuity of the workman to devise what- 
ever he requires in the way of equip- 
ment. Clamps, of course, are necessary 
and useful in a variety of ways. 

A welding table is desirable, although 
perhaps not absolutely necessary. Such 
a table, Fig. 95, may be made out of 
flat steel stock with a top consisting of 
cross straps of iron on which are laid 
rows of fire brick. A shelf underneath 
may be used for storing tools and equip- 
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ment. Such a table may be used for 
the general run of welding work and a 
small preheating furnace may also be 
Puilt on this table. Larger preheating 
furnaces, however, should be built di- 
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rectly on the floor. If the floor is con- 
crete it is desirable to lay a layer of fire 
brick on it before constructing the fur- 
nace. On the other hand, if the floor is 
built of fire brick this precaution is not 
necessary. 


MOTOR AGE 


Equipment which may be used both 
for preheating and brazing is shown in 
Fig. 94. It is especially designed to meet 
the needs of the automobile repair shop. 
The two powerful burners are mounted 








Fig. 95—Welding table of steel and sur- 
faced with fire brick 


on swivel connections so that the flames 
may be turned in any direction desired. 
The tripod on which the burners are 
mounted is adjustable as to height, or 
if desired the burners can be removed 
from the tripod. 











Books of the Industry Reviewed 











Modern Methods of Ford 
Repairing 
By J. HOWARD PILE 
Price $2.50 


U. P. C. Book Co., 243 West Thirty-Ninth Street, 
New York City. 


HE Ford automobile is in such uni- 

versal use and there are so many of 
them to be found that the business of 
repairing them assumes gigantic propor- 
tions and it is the purpose of this book 
to point out methods and tools which 
Will facilitate making the standard re- 
pairs in less time and with more accu- 
racy. Competition is so keen and the 
Margin of profit so small that the work 
must be done efficiently or the profits 
will turn to losses. 


In the compilation of this service 
manual, the author has studied factory 
and shop methods from many angles and 
the reader is given the benefit of obser- 
vations covering many of the most prof- 


itable and efficient Ford service stations 
in the country. This material was first 
published in a serial in Motor World and 
has been revised and brought up to date 
and there is considerable material that 
did not appear in serial form, such as 
wiring diagrams of all the starting and 
lighting systems’ that were put on the 
Ford car before the FA starting and 
lighting system became standard equip- 
ment. 

The size of the book is such that it can 
be carried in the pocket, the pages being 
61% by 4%. Beside the twenty-four wir- 
ing diagrams, there are 135 illustrations 
of special tools, equipment and devices 
and the pages run to 251, including a 
complete index of all operations and sub- 
jects. Each individual service operation 
is taken up separately and the actual 
operations given in 1, 2, 3 order, together 
with descriptions of special devices and 
instructions for their use. Such impor- 
tant things as burning in bearings with 
modern machinery are treated fully and 


by following the instructions carefully, 
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any mechanic should be able to get a 
perfect bearing. Testing instruments, 
especially for the magneto, are described 
and there is a list of engine numbers of 
all cars made by. months and years. 
Standard repair forms are also illus- 
trated. 


Battery Service Manual 
BY DONALD D. BLANCHARD 


PRICE $2.50 
U. P. C. Book Co., 243 West Thirty-ninth Street, 
New York City 


HE satisfactory operation of the auto- 

mobile depends to such a consicer- 
able extent on the condition of the stor- 
age battery that the provision of service 
facilities for it has become a matter of 
prime importance. In this book, which 
is a reprint of a series of articles that 
appeared last spring in Motor World, the 
battery service problem is treated in 
simple, non-technical language from the 
practical standpoint exclusively. The- 
oretical discussions are avoided. 

The text matter is based primarily on 
information secured during visits made 
to a large number of service stations of 
all sizes. The methods described are in 
current use. Consequently this manual 
is of unusual practical value. 


TROUBLE CHART FOR WALL 
MOUNTING 

The Storage Battery Trouble Chart, 
reprinted for wall mounting, is furnished 
as a supplement to the book. The first 
chapter of the book deals with battery 
troubles, and following this come chap- 
ters on the test for and location of these 
troubles. The subject of battery charg- 
ing is then discussed exhaustively. Bat- 
tery repairs are taken up next, and gen- 
eral methods and the use of tools and 
special equipment are discussed first and 
following this, the detailed operations on 
a number of prominent makes of bat- 
teries are explained. The next chapter 
is on service station layout, and the final 
section treats on management. 

The material in this manual should be 
of valuable assistance both to the man 
who is in the battery business and to the 
man who contemplates entering this 
field. 


Electrical Equipment of 
the Motor Car 


By PETER M. HELDT 

“Electrical Equipment” is the name of 
the third volume of the series on the 
gasoline automobile by P. M. Heldt, 
author and publisher of Nyack, N. Y. 
Mr. Heldt is well known to the automo- 
tive world particularly for his many 
valuable contributions to Automotive 
Industries, a technical engineering paper 
of which he is engineering editor. 

This book, the third of the series, is 
very complete in its theoretical applica- 
tion of the electrical equipment of the 
motor car and its practical value is also 
easily appreciated. The book contains 
many excellent illustrations and de- 
scribes in detail the electrical standards 
which have been recommended by the 
Society of Automotive Engineers. 
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CONDUCTED BY TOM WILDER 


Sales and Service for Cars, Trucks 
and Implements 


No. 296 


I am contemplating the erection of a 
building this season, and seek your advice 
as to the arrangement. It must be built 
as economical as possible and yet be good. 

We are dealers in automobiles, trucks, 
tractors and implements and expect to 
carry a small line of accessories, repair 
parts, ete. 

We must have a salesroom floor large 
enough to accommodate one car, one 
truck, one tractor, cream separator, etc. 

We will do no’storage, but will have a 
shop with one or two men to do our own 
service work, and will need a small pri- 
vate office.—Automobile Dealer, Tama, Ia. 

You have not allowed enough space for 
your show room, if you intend to display 
such an extensive line. It is an advan- 
tage to use more of your frontage since 
you have so much, spreading the display 
out along the windows, so that it may be 
seen from the street. Let all the people 
who come to town and pass your place, 
know the things you handle or at least 
as many as possible. 

We would place the room for new cars 
and stock inside where there is nothing 
to disturb it; in that way it could be 
packed away to better advantage. 

We have assumed that the frontage 
next to the railroad is less desirable than 
that on the main east and west street, so 


have placed the entrance to what we 
have called the General Utility room, on 
that side. This room is for the demon- 
strators, cars awaiting service, the serv- 


Automotive Architecture 
N this department MOTOR AGE 


aims to assist its readers in their 
problems of planning, building and 
equipping service stations, garages, 
dealers’ establishments, shops, filling 
stations, and in fact any buildings 
necessary to automotive activity. 

When making requests for assist- 
ance please see that we have all the 
data necessary to an intelligent han- 
dling of the job. Among other things 
we need such information as follows: 

Rough pencil sketch showing size 
and shape of plot and its relation to 
streets and alleys. 

What departments are to be oper- 
ated and how large it is expected 
they will be. 

Number of cars on the sales floor. 

Number of cars it is expected to 
garage. 

Number of men employed in repair 
shop. 

And how much of an accessory de- 
partment is anticipated. 
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No. 297—Filling station on small corner lot 





Planning and Building Problems 






December 23, 1520 











ice car, if you have one, and general 
garage purposes exclusive of service. 
You should go very slowly on any but 
standard forms of construction with a 
view to economy; better build good walls 
with solid foundations and well timbered 
superstructure. With this layout you 
will avoid expensive trusses as your 
greatest space is only about 32 ft. 


No. 297 


CORNER FILLING STATION 

We have a lot 24 by 44 ft. on a north 
east corner and desire to build a filling 
station of brick or stucco where two cars 
may drive in and back out. At the rear 
we want a ladies’ rest room and an office 
and a tube repair department. Having in 
mind the small space and desiring to 
get the best possible and most attractive 
arrangement we shall appreciate your 
assistance in planning our building. 

We will later want to erect a building 
20 by 24 above the office repair shop with 
stairway from outside on west. 

We will later want to erect a building 
16 by 44 adjoining the station on the 
east.—Bennett-Rogers Lbr. Co., Vernon, 
Texas. 

Perhaps you will not like our arrange- 
ment, but you have failed to provide any 
facilities for handling oil, which is an 
important part of filling station sales. 
To get this in, it was necessary to 
virtually disregard your layout with the 
exception of the lumber office. We have 
included a woman’s rest room. 

If you leave out the rest room, the 
toilet could be at “A” with the door in 
front and the half of the rest room, and 
present toilet added to the oil room with 
a passage to the tube room without going 
through the lumber office. 

Your scheme of driving in and backing 
out is not bad. We have never seen this 
worked out, but it is very economical of 
space. We would place both pumps in 
the center, however, then the one at the 
end would supply rear tank cars, while 
the inside one would supply cowl and 
under the seat, tanks. 

The building will look much better if 
the stairway is inside. We show a very 
rough outline for the side elevator. 


No. 298 


FILLING STATION 


We plan to build a filling station and 
a general repair shop on a lot 60 by 120 
ft., and would like to have main part of 
filling station 40 by 100 ft. with office 
and stock room about 15 to 20 ft. We 
also plan to have a battery charging and 
repair room. In the repair room would he 
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Don’t Overlook the Importance of an Attractive Front 


GREAT deal of importance should 

be attached to the selection of a 
suitable design for the front of our build- 
ings. This front is comparatively inex- 
pensive as fronts go, but is very effec- 
tive. The little car silhouettes in the 
blinds brand it as once as an automotive 
establishment, while the broad bay win- 
dow with glass way to the ffoor, in which 
a car is well displayed leave no doubt. 
A front of this kind is a decided asset 
which many, and we might, in fact, say 
most, of our dealers overlook. 

Take, for instance, the window boxes 
for plants which adorn the second floor 
windows. They immediately suggest that 
the proprietor is human with refined 
sentiments, instead of giving the impres- 
sion that he is grasping cold, and hard, 
ever looking for a chance to beat us in 
a deal. 

Patrons don’t think these things out, 
but little touches of this sort go a long 
way toward putting customer and pro- 
prietor on a friendly basis. 
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an emery stand, burning-in stand, drill. 
axle stand, bench and a pit, and the rest 
of the floor space and the’*20 ft. on the 
west side of the building to be used for 
cars. We would like to put an oiling 
rack in the north end of building. 














tion in front, we may have to set the 
main part back. If we could do this, we 
would like to build the office, stock and 
filing station right up against the main 
part. 

































































































If we make the main part of the build- We are going to use cement blocks for 
ing 40 by 100 ft. and put the filling sta- the outside walls and a flat roof which 
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is supported by one row of posts 24 ft. 


from one side and 26 ft. from the other 
side.—J. C. Pumacker, Jackson, Nebr. 


We believe that you are making a mis- 
take to cut the width of your building to 
40 ft. If any large cars are to be han- 
dled or stored you will have trouble 
turning them. We would not think of 
building less than 50 ft. wide and would 
prefer to cover the full 60 ft. width. 
Since you have the lot, use the full width 
and if for financial reasons you do not 
want to erect.such a large building, leave 
the back end until later, placing a tem- 
porary partition at the back. Later as 
your business demands, you can extend 
the shop from A to B and the building 
to the lot line. 

We have given more space than you 
requested to office and stock room be- 
cause you have such a good chance to 
display accessories and parts, especially 
Ford parts, to patrons of your filling sta- 
tion, and it would mean many dollars of 
added profit to push this branch of your 
business somewhat. Placing the filling 
station as we have, if cars are directed to 
keep to the right, they may be filled 
either under the seat or at the rear with- 
out obstructing the sidewalk or the gar- 
age entrance. 


NAME SHERIDAN DEALER 


San Jose, Calif., Dec. 16—Hutchings 
Garage, Sania Cruz, has been appointed 
dealer for the Sheridan car in that ter- 
ritory by the Bradford Motor Co., which 
distributes the new General Motors line 
in the Santa Clara valley and adjacent 
counties. The first Sheridan fours sent 
to the coast were displayed by the Brad- 
ford Company and as evidence of the 
favorable impression made by the new 
car one retail sale was made before 
noon of the first day it was shown, and 
two others were made during the next 
two days with several “trade deals” 
turned away until the used car market 
improves. 
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Testing an Electric System 


UPLISH wiring diagram of the 1914 
Big Four Mitchell. It has an Inde- 
pendent I. C. starting motor. Berdon gen- 
erator and Bosch D. U. 4 magneto. 
Publish sketch of the starting motor 
and generator if possible. 


What causes the ammeter to vibrate? 
It will not show any charge, and vibrates 
from zero to 15 amp. discharge. The lights 
are unsteady and go out as the ammeter 
needle passes 5 amp. discharge. When 
engine is not running, however, all lights 
work fine and the ammeter registers dis- 
charge correctly. The brushes and com- 
mutator on generator seem to be in good 
condition.—Roy Cline, Edgar, Nebr. 

Just what the exact trouble is in this 
case is hard to say, but it is possible 
to make several deductions which will 
confine the trouble to certain portions of 
the system and will aid greatly in the 
location of the trouble. First, the illus- 
trations which you request are shown in 
Fig. — which is a diagram of that part 
of the wiring system in which you will 
undoubtedly find the trouble. Fig. — is 
a line diagram of the wiring around the 
distributing panel and _ the lighting 
switch; Fig. — shows the current gen- 
erator in sectional form, and Fig. — 
shows a sectional view of the starting 
motor. 

From your own description of the 
trouble it is apparent that the difficulty 
must be in the generator circuit on the 
generator side of the switch, for when 
the engine is not running, and the light- 
ing switch operated everything seems 
to function as it should. In this connec- 
tion, it would further serve to illustrate 
the point to know what the lighting cir- 
cuit will indicate on the ammeter when 





Fig. |—Sectional view of Mitchell starting motor 


CONDUCTED BY ROY E. BERG 
Technical Editor, Motor Age 
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The Readers’ Clearing House 


IS department is conducted to 

assist Dealers, Service Stations, 
Garagemen and their Mechanics in 
the solution of their repair and ser- 
vice problems. 

In addressing this department read- 
ers are requested to: give the firm 
name and address. Also state whether 
a permanent file of MOTOR AGE is 
kept, for many times inquiries of an 
identical nature have been asked by 
someone else and these are answered 
by reference to _ previous issues. 
MOTOR AGE reserves the right to 
answer the query by personal letter 
or through these columns. 
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Electrical 


the engine is idling so slowly that the 
cut-out is not yet closed. If the amme- 
ter indicates nothing but peffect results 
when the lights are turned on with the 
engine below cut-out speed, then the 
trouble must certainly be in the cut-out 
or in the generator. 

We suggest that you also make the 
following test: Disconnect the wires 
from the cut-out and insert an amme- 
ter in the place of the cut-out. Of 
course there will be a passage of cur- 
rent through the ammeter when this is 
done, if the engine is not running, but 
this should not exceed 8 amperes which 


‘in the cut-out. 


will not interfere with the starting of 
the engine. 

Now, when the engine is speeded up, 
the inserted ammeter should swing over 
from the discharge side to the charge 
side and should indicate at a steady rate, 
providing, of course, that the trouble is 
But if not different action 
is observed with the ammeter in the 
place of the cut-out then the cut-out pos- 
sibility. is precluded. 

If so, the trouble might possibly be 
in the generator and will probably be 
in the form of a short circuit as a 
shunted circuit would not cause as heavy 
a discharge as 5 amperes. Further, the 
lights would not go out unless they were 
disconnected from the battery or unless 
a heavy discharge occurred on the light- 
ing circuit or in the generator circuit 
with the cut-out closed, which would be 
heavy enough to rob the lights of their 
current. 


RUNNING WITHOUT BATTERY 


Q—Can a Moline Universal tractor 
model D run without a battery? 
2—Is there any danger of battery 


whose density is 1100 freezing in this 
climate? Publish temperatures at which 
the different densities freeze—W. A. 
Dickerson, Westminster, S. C. 


1—If the engine is equipped with a 
magneto for ignition the storage battery 
can be removed and the generator short 
circuited. The generator should not be 
run when the storage battery is discon- 
nected as the internal voltage which will 
be built up in the windings will destroy 
them. 

If the storage battery is apparently 





Fig. 2—Sectional view of Mitchell generator 
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Fig. 3—Wiring diagram of Mitchell lighting system 


dead, that is, if it is so low that there is 
not enough current for ignition to start 
the engine, then proceed as follows: 

Remove the line wire from terminal 
“L” under the generator cover and be 
sure the terminal does not touch any 
metal, thereby causing a ground. Place 
the control on point 5 or 6. 

Turn the ignition key to “ON” position 
for daylight running. 

Do not use the starter, but crank the 
engine by hand and do so as soon as 
possible after turning the switch on. If 
there is no trouble other than a low bat- 
tery, the engine will start. and run 
slowly until the line wire is replaced on 
terminal “L,” unless the battery is com- 
pletely discharged, in which case: 

Turn the switch to “OFF.” 

Replace the line wire on terminal “L” 
under the generator cover. 

Connect 3 to 5 dry cells, depending 
upon their condition, in parallel with the 
ignition circuit from the terminal marked 
“switch” on top of the ignition coil to a 
convenient ground, preferably the circuit 
breaker control lever. 

Crank the engine by hand. 

As soon as the engine starts, turn the 
ignition key to “ON” position and after 
the engine runs a few seconds, discon- 
nect the dry cells, as the generator will 
furnish enough current for ignition and 
for charging the storage battery. 

After having to crank the engine by 
hand, the engine should be run for about 
one-half hour at a speed of approxi- 
mately 675 engine r.p.m. to put a little 
life into the storage battery before trying 
to do actual work, 

2—The following table gives the tem- 
peratures at which the electrolye of a 


A er eee eer 28 Deg. Fahr. 
1X |) Seas MOAR Rete a 19 Deg. Fahr. 
S iinibantcniiisedee ee 6 Deg. Fahr. 
Ly! SOR ae ee BE eee 12 Deg. Fahr. 
iieeiiadta eo 60 Deg. Fahr. 


SIMMS MAGNETO 


Q—Can a SU-4 Simms magneto, as used 
on the Maxwell, be wired through a coil 
to the storage battery on a Dodge so as 
to provide dual ignition?—S. W. Moebius, 
Frisco, Utah. 

This can not very well be done. The 
Simms SU-4 magneto is a straight high 
tension magneto with two windings, a 
primary and a secondary. You will need 
a SU-4S Simms magneto for this work, 
which is a dual type magneto. 


ARMATURE BURNED OUT 


Q—Would the North 
a 1920 Dodge crank the engine if the 
armature was burned out? What would 
cause the armature to burn out? 


East starter on 


2—Why do the points pit so much 
quicker on some Fords than on others? 
—Dale L. Fritcher, Nashua, Iowa. 


1—If the armature is burned out the 
starting motor certainly will not crank 
the engine. If the armature is burned 
out it may be a result of overload, im- 
proper regulation, a soaked winding, or 
TITIITITITIIIIIITI ITI 
Where You Will Find the Answer 
Me O assist readers in obtaining as a unit 
all information on a certain subject, 
MOTOR AGE segregates inquiries in this 
department into divisions of allied nature. 
Questions pertaining to engines are an- 


swered under that head and so on. 
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a steady flow of current from the bat- 
tery due to failure of the circuit breaker 
or cutout points to open. If the arma- 
ture is grounded it is. probably due to 
poor insulation. 


2—The vibrator coil units that are 


used on the Ford car are magnetic vi- 
brators. The action of this type of vi- 





Fig. 4—Plan of the Mitchell starting 
system 


brator is dependent upon the magnetism 
that is built up in the core of the coil 
when the primary current is flowing. 
The connections are so made that when 
the current flows in the primary wind- 
ing, the core becomes a magnet and at- 
tracts the free end of the vibrator spring, 
drawing it away from the adjusting 
screw which, of course, breaks the con- 
tact and the core becomes demagnetized. 
Successful operation of the ignition sys- 
tem is dependent to a great extent upon 
the proper adjustment of the vibrator 
spring. This adjustment has a great 
deal to do with the condition of the 
points and may account for worse pitting 
on some Ford cars than on others. 


U. 8S. L. BATTERY 


Q—On a Jeffery Four, 1915 model, 
equipped with U. S. L. system of starting 
and lighting, the ammeter shows neither 
a charge nor discharge at any time, al- 
though it is possible to get it to show 
a charge by stepping on the starter and 
speeding up the engine; but as soon as 
the speed of the engine is slackened the 
pointer of the ammeter will drop back 
to zero and will not show charge again 


until the starter is again used. The bat-' 
tery is nearly new but has had to be 
recharged three_times in less than four 
months. What is the trouble and how 
can it be remedied?—J. <A. Peterson, 
Chanute, Kan. 

The ammeter should show charge 


when the car is running at a speed of 
10 miles per hour and if it does not it 
is a pretty good indication that there 
is an open circuit or perhaps the gen- 
erator is at fault. There is a possibility 
that the regulator is causing the trouble. 
The fact that the battery runs down 
very quickly leads us to believe that 
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either the generator or cut-out is at 
fault; rather than trouble with the wir- 
ing. The wiring diagram of this car 
shown in Fig. 5 will aid in checking 
the wiring. Make a careful examination 
of the brushes and commutator. See 
that the brushes are properly insulated 
and slide freely in the holders; also that 
the commutator is clean and that you 
are getting good brush contact. 


1920 FORD WIRING DIAGRAM 

Q—Publish wiring diagram of 1920 Ford 
car. Explain why battery will not start 
the car.— Maurice Widmer, Armound, 
Canada, Manitoba. 

The wiring diagram of the 1920 Ford 
cars equipped with starter is shown in 
Fig. 7. If the starting motor fails to 
act, after pushing the button, first inspect 
the terminal on the starting motor, the 
two terminals on the battery and the 
two terminals on the starting switch, 
making sure that all of the connections 
are tight. Then examine the wiring for a 
break in the insulation that would cause 
a short circuit. If the wiring and con- 
nections are correct and the starting 
motor still fails to act, test the battery 
with a hydrometer. If the hydrometer 
reading is less than 1,225 the trouble is, 
no doubt, due to a weak or discharged 
battery. 


STEVENS IGNITION SWITCH 

Q—Publish diagram of a Connecticut 
system, Thermostat switch and lead from 
same, as used on the Stephens 80.—T. H. 
Wall, 43 Seldon Ave., Detroit. 

Fig. 11 is the complete wiring diagram 
of the electrical systems used on the 
Stephens Model 80, from which you can 
obtain the wiring of the ignition switch. 


HOLLIER WIRING DIAGRAM 
Q—Publish wiring diagram of the Hol- 
lier 8 model 158. 
2—Give the firing order. 
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Fig. 6—1920 Chandler wiring diagram 





















1—The wiring diagram is shown in 2—The firing order of the Hollier 8 is cylinder of the right hand block when 
Fig. 12. 1-6-3-5-4-7-2-8. No. 1 cylinder is the first facing the radiator. 
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Fig. 7—1920 Ford wiring diagram 
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Fig. 9—End view of National gener- 
ator on 1914 Reo, with breaker 
cover removed 
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Fig. 10—Front view of generator on 


1914 Reo 


INSTALLING AMMETER 


Q—Publish best method of installing an 
ammeter on a new 1920 Dispatched Motor 
Chandler car, showing current directions 
and different wires.—Craner Battery Co., 
Pittsburgh, Pa. 

Shown in Fig. 6. 


1914 REO ELECTRIC SYSTEM 


’—Publish wiring diagram of the Reo 

with the National lighting and igni- 
tion unit made by National Coil Co., Lans- 
Ing, Mich., and internal circuits of this 
machine, with explanation of the regula- 


cat 


Fig. 8—1914 Reo wiring diagram 


tion of same.—I’, A. Tolman, Brookline, 
Mass. 

The wiring diagram of this system is 
shown in Fig. 8. We cannot publish an 
internal wiring diagram of the machine 
very little information concerning 
this generator is available. The machine 
is a combined generator, magneto timer 
and distributer. So far as ignition is 
concerned, this machine is very similar 
to a magneto; the principal difference 
between the machines being that the 
magneto magnets have been replaced by 
electro-magnets, enabling the machine 
to generate enough current to light and 
start the car, as well as supplying the 
ignition current. 
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C) Worn BUTTON 


POWER 33 VOLTS 


Regulation is accomplished by means 
of a third brush and a generator switch. 
A front view of the generator is shown 
in Fig. 10 and the end view is shown in 
Fig. 9. The generator switch serves 
three purposes; first, to protect the 
generator, lamps, etc., when the storage 
battery is removed or disconnected. 
Second, to give a lower charging rate 
during the summer months when the 
lights are not used to any great extent 
and the car is driven long distances. 
Third, to give an increased charging rate 
during the winter months when the car 
is driven but little and the lights are 


used to quite an extent. 
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ENGINE JERKS 


Q—When spark on a Ford 1915 model 


was in retarded position the car ran 
smoothly and fired regularly. When 
spark was advanced the engine jerked 


and died down on a hill, but could hear 
no spark knocks, neither did the engine 
misfire. Checked up on coils, wire, spark 
plugs, also timer and all were O. K. 
Spark lever arrangement was the same 
as on any other Ford car. The car took 
any hill while spark lever was retarded 
and seemed to have plenty of power, but 
caused trouble as soon as spark lever 
was advanced. Explain action and give 
remedy.—W. K. 

It does not seem very logical to have 
the engine jerk and die down on a hill 
without misfiring. If the engine mis- 
fires when running at high speeds it 
would be advisable to inspect the com- 
mutator as there is a possibility that the 
roller is touching only the high spots. 
Perhaps the roller has worn out of round 
with the result that a poor contact is ob- 
tained at all points. Your case has been 
stated with such a decided lack of de- 
tail that it is impossible to do any more 
than suggest a few possible causes for 
the trouble. 

It is possible that the trouble is me- 
chanical or is caused by poor carbure- 
ter adjustment but we are very much in- 
clined to believe that it is electrical. 
Make a careful examination of the com- 
mutator to see that the commutator wires 
are not short circuited. The spring 
should be strong enough to make a good 
contact between the contact points and 
roller even though there is some wear 
and the parts are slightly dirty. 


RETIMING CHANDLER 


Q—Supply information necessary in re- 
timing a 1919 Chandler “6” car.—James 
B. Adams, Newcastle Bridge, Queens Co. 


The firing order of the Chandler 
engine is 1-5-3-6-2-4. The inlet valves 
are No. 2-4-6-8-10-12; the exhaust valves 
No. 1-3-5-7-9-11, counting from the front 
of the engine. The exhaust valves are 
timed to close at 15 in. past dead center 
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on the suction stroke. The inlet valves 
are timed to open 1% in. past dead center 
on the same stroke. Top dead center on 
the compression stroke may be deter- 
mined by turning the flywheel until the 
mark on the flywheel comes opposite 
the marks on the case. Removal of the 
large pipe plug in the top of the fly- 
wheel housing underneath the upper 
floor board will enable you to find the 
marks without difficulty. 

When the marks on the flywheel and 
case are opposite each other, No. 1 pis- 
ton is at top center. With the valves 
closed and the engine hot the clearance 
between the valve plungers and the valve 
stems should be .004 of an inch. To 
check the timing of the camshaft, remove 
the front cover over the chain compart- 
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13—Bosch ignition wiring 
diagram 


ment, exposing sprockets and the chain. 
With the camshaft in the proper rela- 
tion to the crankshaft, the punch marks 
on both sprockets will line up with the 
sprocket centers, the two points in ques- 
tion being on the edges of the sprockets 
nearest one another. 
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Fig. 14—Sectional view ‘of 1917 Oakland engine 
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The timing of the magneto may be 
checked by bringing the No. 1 piston to 
top dead center on the compression 
stroke, after which remove the obiong 
plate between the two poles of the mag- 
neto, exposing the magneto armature. 
When properly timed, the armature 
should be half open. Should the posi- 
tion of the armature need to be chanzed, 
loosen the lock nut which holds the 
magneto coupling and which is tapered 
to fit on the magneto shaft, by striking 
it a sharp blow, sufficient to loosen it 
so the magneto shaft may be moved by 
exerting pressure on the distributer at 
the rear of the magneto, after which the 
coupling should be driven back into posi- 
tion again and drawn up tight. In hand- 
ling the armature do not touch it with 


any object that is apt to injure the 
windings. ‘ 
BOSCH DUPLEX TIMING 
Q—Give proper method for timing 


engine on model 20 Hudson with Bosch 
magneto. 

2—At what horsepower did the factory 
rate this engine? 

38—What speed will the engine develop 
with standard gear and 33 by 4 wheel?— 
H. Stewart, Hibbing, Minn. 


1—The following is the timing of the 
Hudson Bosch Duplex system. Set the 
flywheel with the No. 1 piston approach- 
ing upper dead center, 4% in. ahead of 
the center. Advance the spark control 
lever as far as it will go. No. 1 spark 
plug should be connected to the upper 
left-hand binding post on magneto, No. 3 
to the lower left binding post, No. 4 to 
the lower right binding post and No. 2 
to the upper right hand binding post. 
Turn the magneto armature shaft until 
the brush is in the center of the upper 
left contact in the distributer. 

Take the cover off the breaker box on 
the magneto and then turn the shaft until 
the little block on the end of the spring 
is just striking the cam on the outer 
rim of the breaker box or in other 
words until the platinum breaker points 
are about to break. Lock the shaft in 
this position by means of the set screw 
in the coupling. Refer to Fig. 13 which 
is the wiring diagram of the ignition 
system. 

2—The engines were rated at 20 hp. 

3—These cars ought to make about 55 
miles per hour when in good condition. 


POPPING IN MUFFLER 


Q—Publish cause of 1919 Lexington car, 
equipped with Rayfield M carbureter and 
Connecticut ignition, causing explosions 
in the muffier when slowing down after 
running fast, the same when running car, 
switching on and switching off ignition.— 
The Aut. & Garage Company of Ecuador. 
Guayaquil, Ecuador, S. A. 


This trouble may be logically attri- 
buted to close setting of the valves. Very 
often if the adjustment is too close and 
the engine is driven at a high rate of 
speed until it heats up, the expansion 
will hold the valves open and permit un- 
fired gas to get into the muffier. The 
same popping noise will often occur if 
the valves are worn and leaky. ‘The 
mixture may be too weak to fire, or the 
engine might not be firing regularly. It 
would be advisable to examine the spark 
plug points to see that they are set ‘he 
correct distance apart. ‘They should 
have a gap of about .025 in. 
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OAKLAND CARBURETER 
ADJUSTMENT 

Q—There is something wrong with the 
Marvel carbureter on my 1917 Oakland 
Sensible Six Model 34. When the car- 
bureter is adjusted, with the needle valve 
about three-fourths of a turn open and 
the air screw even with the ratchet 
spring, the mixture is too lean and it is 
necessary to hold out the choke to keep 
the engine running. Otherwise the needle 
valve is opened about one and one-half 
turns and the air screw is nearly all the 
way in before the engine runs anything 
like it should.—A. A. Arnold, Fort Wayne, 
Ind. 

A sectional view of the carbureter is 
shown in Fig. 15. To adjust the carbu- 
reter, start the engine and set the throt- 
tle for the engine to run at a moderate 
speed. Turn needle valve a trifle at a 
time until engine runs smoothly. 

Allow the engine to run until it is 
thoroughly warmed up before making the 
final adjustments. To get final adjust- 
ment turn air valve screw to the left, 
releasing air valve spring, until engine 
begins to slow down. This indicates 
that the air valve spring is too loose; 
turn the air valve screw to the right 
about one-eighth of a turn at a time un- 
til the engine runs smoothly. Advance 
the spark lever about one-third of the 
way. Open the throttle quickly, and as 
far as possible; the engine should pick 
up promptly and smoothly. 

if the engine hesitates or there is 
a popping in the carbureter, turn the 
needle valve to the left to admit more 
gasoline and again open the throttle as 
before. Continue this adjustment until 
the engine picks up quickly and the en- 
gine runs smoothly at all speeds. The 
air valve should be adjusted so that the 
end of the screw is about even with 
ratchet set spring. The needle valve 
should have a final adjustment of from 
five-eighths to seven-eighths of a turn. 

The highest economy of gasoline pos- 
sible is obtained by adjusting the air 
screw to the left and the needle valve 
to the right as far as possible and still 
obtain satisfactory operation. The set 
screws on the side of the carbureter act 
as stops for the throttle lever. 


MARVEL CARBURETER ADJUSTMENT 


Q—What is the best mileage of both 
oil and gas that can be obtained from a 
Buick D 45? Would this car run with 
a dead battery? 

2—Give adjustment of the Marvel car- 
bureter used on this car.—W. A. Dicker- 
son, Westminster, S. C. 


1~-The writer had occasion to make a 
test in the summer of 1917 and a Buick 
45 roadster made 25 miles per gallon for 
a distance of 150 miles. This is an un- 
usual performance and may be partially 
accounted for in that it was driven by 
a careful driver at a speed of about 25 
miles per hour and the carbureter was 

t for maximum economy before start- 
ug the run. We believe that it is pos- 
‘ible to get an average of very close to 
20 miles per gallon if the engine is in 
sood shape and the carbureter is prop- 
‘rly set. This car will not run without 
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the storage battery unless some kind of 
a battery is used for ignition. 

The standard adjustment of the carbu- 
reter which will give the maximum 
mileage with the best all around driving 
is as follows: The gasoline needle valve 
at the bottom of carbureter, Fig. 4 (3) 
should be open approximately at one full 
turn, and at the end of the air adjusting 
screw (5), just above the float bowl, 
should stand flush with the end of the 
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Fig. 15—Sectional view of Oakland 
carbureter 


ratchet spring (4). To get this result, 
adjust as follows: . 

Turn the gasoline needle valve on 
bottom of carbureter (3) to the right 
until it stops, and then turn back to the 
left one complete turn. Make sure that 
the air adjusting screw (5) is flush with 
the end of the ratchet spring (4). 

With dash adjustment (6) turned to 
“Hot,” start and run engine until the 
intake manifold feels warm. 

Retard the spark and close the throttle 
on steering wheel gradually until the 
engine idles. 

If engine tends to stop when the 
throttle is closed, either the throttle 
idling screw (7) is not screwed in far 
enough, or the air adjusting screw (5) 
must be screwed in farther. To get a 
good idle of the engine, adjust throttle 
idling screw (7), and also adjust air 
adjusting screw (5) as loosely as pos- 
sible without making the engine miss or 


run rough. 
To test the 
above adjust- 


ment, the engine 
should accelerate 
from an idle as 
follows: With ad- 
vanced spark it 
should accelerate 
without a _ back 
fire on both hot 





and cold. air. 
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These accelerations should be tried 
several times to make sure of the ad- 
justment. If the engine does not back 
fire with retarded spark and cold air, 
the carbureter is set too rich and this 
can be remedied by turning the needle 
valve (3) to the right and at the same 
time tightening the air adjusting screw 
(5) to keep the idle until above condi- 
tions are met. 


On the other hand, if the engine back 
fires on advanced spark and cold air, 
the carbureter is too lean and may be 
made richer to meet the above conditions 
by turning the needle valve (3) to the 
left and loosening the air adjusting 
screw (5) to keep the idle. 


The carbureter should be checked fre- 
quently to see if the above conditions 
are being obtained, and the temperature 
of the air entering the carbureter should 
be regulated to give the desired results 
while driving. 

In starting the engine, turn the dash 
adjustment (6) to “Choke” until the 
engine starts, and then turn it immedi- 
ately to “Hot.” It should be left at “Hot” 
only long enough for the engine to be- 
come well warmed up, when the dash 
adjustment should be turned to “Cold” 
and left in that position. These direc- 
tions apply to normal temperatures and 
weather conditions, and the driver will 
soon learn to handle the dash adjust- 
ment to take care of colder tempera- 
tures. 


The adjustment should be kept as near 
“Cold” as good performance permits. 

When the dash adjustment is turned 
to “Choke,” both the hot and cold air 
inlets are shut off and only enough air 
enters to make a combustible mixture at 
a low temperature. This mixture is 
entirely too rich for driving. 

When the dash adjustment is turned 
to “Hot,” the carbureter is fed with hot 
air from the chamber around the exhaust 
manifold, entering at points (1) and (2). 
This gives a satisfactory mixture while 
the car is warming up. 


When the dash adjustment is turned 
to “Cold” the carbureter draws its air 
from the outside, and if the carbureter 
itself is properly adjusted gives the 
right mixture for ordinary driving tem- 
peratures. 




















With = retarded 
spark it should 
accelerate on hot 
air without a 
back fire, but 
should back fire 
when accelerated 
on cold air. Fig. 





16—Marvel carbureter 
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Superior Aluminum 
Heater 


The exhaust gas furnishes the heat for 
this aluminum heater, thus eliminating 
any operation expense. The polished 
aluminum register top harmonizes well 
with the fittings of any car and being 
of solid aluminum will remain in good 
condition for an indefinite length of 
time. Instead of being screwed or bolt- 
ed down, the register top is held secure- 
ly in place by four specially designed 
lugs, which makes it especially conven- 
ient when removing the heater for clean- 
ing. It is controlled from the instrument 
board by a nickeled heat control (A). 
The universal valve (B) will fit any size 
exhaust pipe. The body of the heater 
is of galvanized steel and is lined with 
heavy sheet asbestos. A fine mesh screen 
fitted on the inside of the register top 
prevents mud or large particles of dirt 
from falling into the heater. Joyce Auto 
Products Co., 2953 Michigan avenue, Chi- 
cago. 


Quickstart Gasoline 
Vaporizer 


For cold weather starting, the Scien- 
tific Devices Co. have developed a quick- 
start vaporizer which functions to sup- 
ply heat and raise the vapor pressure 
of the unvaporized particles of gasoline 
that are carried away from the carbur- 
eter. Under low temperature conditions 
the vapor pressure of the gasoline is 
low, and some means should be provided 
for instantly vaporizing the heavy gaso- 
line at the carbureter. This vaporizer is 
of a gasket form and is installed between 
the flanges of the intake manifold and 
the carbureter, and is connected through 
a switch, ‘to the storage battery. Its 
operation is as follows: Before pressing 
the starting button, the switch is closed 
for fifteen seconds. The engine is then 
started and the first intake stroke causes 





Allen shutter radiator cover 


air to be drawn into the air passage of 
the carbureter, around the spray jet, 
where the gasoline is ejected from the 
spray jet in the form of a fine spray 
of globules. The price is $6 and it car- 
ries a guarantee. Scientific Devices Co., 
15 Park Row, New York. 


FUEL, VAPORIZED BY HOT COILS 


RED HOT COILS 





Sharpe electric carbureter heater 





Electric Carbureter 
Heater 


A seasonable accessory is the new elec- 
tric carbureter heater which is now 
being marketed by the Sharpe Electric 
Appliance Co., 502-508 Murphy Building, 
Detroit, Mich. 

This heater consists of a flexible metal- 
lic band which clamps' permanently 
around the carbureter bowl and which is 
connected by duplex cord to any point on 
the ignition system and is operated by a 
push button located on the instrument 
board or any other convenient place. 


The makers claim that this heater gives 
very quick results, thirty seconds pres- 
sure on the button being sufficient to 
warm the fuel in the carbureter to a 
point at which it will vaporize readily, 
enabling the cylinders to draw in a rich 
warm charge which greatly facilitates 
starting in cold weather. 

This heater is suitable for all cars 
having 6 volt (3 cell) battery and which 
are equipped with round-bowl type car- 
bureter such as the Holley, Kingston, 
Johnson, Gardner, etc. It is also made 
in 8 and 12 volt sizes. 


Allen Shutter Radiator 
Cover 


A timely accessory is the Allen shut- 
ter radiator cover which protects the 
radiator from freezing. This cover works 
from the front or from the dash, the 
shutter arrangement permitting of a 
wide open, fully exposed radiator, or 
partly or totally closed, as desired. Its 
purpose is to keep the engine warm and 
make starting easier in cold weather. 
It can be had in laminated moleskin, or 
laminated topping, with velour lining, 
and is priced at from $16.50 for the mole- 
skin to $20.50 for the topping. The 
maker of this cover is the Allen Auto 
Specialty Co., 2007 Michigan Avenue, 
Chicago. 
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Superior aluminum heater 
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Lewis Universal Brake 
Band Riveter 


Cutting out the old rivets and replac- 
ing brake linings with split brass rivets 
is the purpose of the Lewis universal 
brake band riveter. The dies on this 
machine are designed so as to curve the 
points of the rivets into the lining, well 
under the surface. Rivets so applied, the 
manufacturers claim, will not break off 
nor score the brake drum. The operation 
is simple and the machine will handle 
practically all types of bands including 
the Ford transmission band, and is pro- 
vided with proper means of quick adjust- 
ment for various length of rivets. 


For riveting, Fig. 1, place the rivet 
holder (H) in ram (R) and lower die 
(D) directly underneath. Then pull 
down the handle, place the brake band 
and thickness of lining to be used on top 
of lower die and turn the adjusting screw 
at bottom until the brake band is in 
direct contact with the end of rivet 
driver. Insert the proper length rivet in 
holder, pushing the rivet in from the 
front. 

For cutting out old rivets, Fig. 2, insert 
chisel (C) in ram (R) with the flat side 
toward the front. Then place cut-off die 
(D) in hole directly below chisel and pull 
down the handle all the way, adjusting 
the bottom screw until the point of the 
chisel is at the center of the flat side of 
die block. Now release the handle and 











Fig..1—Brake band in position for riveting 
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Bench engine stand 


place the brake band in position with the 
steel band toward the front. 
This riveter is priced at $35, and man- 
ufactured by the J. R. Lewis Co., 2809 W. 
Lake Street, Chicago. 





Fig. 2—Brake band in position for cutting out rivets 


Ever-Stay Metal 


Ever-stay metal is claimed to perma- 
nently repair scored cylinders, cracked 
water jackets, cylinder heads, crank 
cases, etc., and can also be used for 
filling holes in castings, or building up 
metals which have been broken and 
parts or pieces lost out. This metal 
contracts and expands practically the 
same as cast iron, has high heat resist- 
ing qualities and, the manufacturers 
state, will not peel or vibrate loose. This 
metal can be applied with a Presto torch 
or an oxy-acetylene torch with flame re- 
duced, or with city gas and air torch. 
The Ever-Stay Sales Co., 1501 Jackson 
st., Omaha, Neb., is the distributor for 
this product. 


Bench Motor Support 

The new Canedy-Otto motor stand is 
designed for Ford and Chevrolet engines. 
The outstanding feature of the device is 
that it will permit the entire power plant, 
after being removed from the chassis, to 
be securely fastened by means of a 
special yoke and spindle. It is only nec- 
essary to tighten up one nut in order to 
hold the engine, and the engine is placed 
in such a position that all parts are 
readily accessible to the mechanic. The 
stand is shown bolted to a bench and 
represents the type that has been de- 
veloped for the shop without sufficient 
floor space to accommodate a complete 
stand. It is a product of Canedy-Otto 
Mfg. Co., Chicago Heights, Ill. 
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Name of car and date on which wiring diagrams have appeared in previous issues 


Allen—June 17, ’20 
Sept. 30, ’20 
Apperson—Aug. 5, ’20 

Buick—July 15, ’20 
Cadillac—Nov. 18, '20 
Case—Aug. 5, °20 

Oct. 7, ’20 
Chalmers—June 17, °20 
Cole—June 10, ’20 
Crow-Elkhart—July 29, 
Davis—Aug. 12, ’20 

Sept. 2, °20 
‘Dorris—Dec. 9, '20 
Dort—Aug. 12, '20 


Dodge—Sept. 23, ’20 Kissel—Aug. 19, '20 Packard—Oct. 7, ’20 
Nov. 11, ’20 L Oct. ia Ka — 2 ae etal . 
aad , exington—July 29, ’20 ierce-Arrow—July 15, ’20 
ae — Dec. 16, ’20 Reo—July 22, ’20 
Dec. 2, 20 Locomobile—June 3, ’20 Roamer—Aug. 5, ’20 
Franklin—June 3, ’20 Moline-Knight—July 22, ’20 _ Sept. 30, *20 
i Nov. 4, '20 Oct. 21, '20 
G A “ 12.” Moon—July 29, ’20 Saxon—Sept. 9, ’20 
i ug. 12, '20 Aug. 19, '20 Scripps-Booth—Aug. 26, ’20 
20 ov, 25, °20 Sept. 2, ’20 Stearns—Nov. 4, ’20 
Harroun—July 15, ’20 Moore—Nov. 11, ’20 Stephens—Sept. 16, ’20 
Haynes—June 24, ’20 National—Dec. 16, ’20 Studebaker—July 1, ’20 
Jordan—June 10, ’20 Oldsmobile—Sept. 16, ’20 


ct. 28, ’20 
July 22, ’20 Nov. 25, ’20 Stutz—July 8, °’20 





Motor Age Weekly Wiring Chart No. 109! 
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Gear Ratios of 1920 Weicks: 
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One of a series of weekly pages of information 


valuable to service men and dealers—save this page 


C aii a ‘Lat Week 





Rear Axle 


Trade Name Model Capacity 1st Speed 2nd Speed 3rd Speed 4th Speed Reverse Ratio 
Ae EF one 4.59 2.57 1.48 a; 6.0 10.66 
Packard.............. EX 4.59 2.57 1.48 a. 6.0 7.25 
I go ide nuit an Oe EY cous 4.59 2.57 1.48 fe 6.0 9.00 
ree 54-20 21% 4.8 2.8 1:7 e 5.7 8.75 
Serre peer 51-81 31% 4.8 2.8 1.7 | 5.7 10.33 
| Se eer ee F20 2 4.8 $:. 1.6 3 6.5 7.75 
A J20 31 4.99 3.16 1.79 3; 5.78 8.75 
re . M20 5 4.99 3.16 1.79 1. 5.78 10.25 
Patriot-Revere......... 34 3.66 1.91 E. 4.46 6.2 
Patriot-Lincoln........ te 1% 4.80 3. 1.6 fF 6.5 7.25 
Patriot-Washington....  .... 24% 4.75 2.70 1.6 1. 5.95 9.66 
ee 4-30 14 2.9 1.75 3. ey 3.9 7.00 
Pierce-Arrow....... zy Re 2 5.2 2.7 1.6 1. 7.3 8.33 
Pierce-Arrow....... i ahs 3% 6.12 2.52 1.56 2 9.94 8.00 
Pierce-Arrow.......... ey 5 6.12 2.52 1.56 h, 9.94 10.00 
a B 21% 4. 2.62 1.5 5; 4.84 res 
oe ems 4 3.0 1.5 : where 3. 4.00 
id ies © warn ca C 3% 4.8 3.1 1.6 1. 6.5 10.00 
Pd spd 4S cae C 14 3.2 1.7 1. 3.5 cies 
a eee R11 34 1.9 | o 2.6 7.20 
Ro iicisk ct nucnan's R9 l 1.9 He 2.6 7.80 
ere R6 14 1.9 . 2.6 7.80 
re R8 2 1.9 i & ee 2.6 8.70 
eee ree 10A 1% 4, i As 3.5 6.6 
RetOMOS. 2.0.2.6. .205 20B 2 5.2 3.68 1.85 1 4.66 7.5 
Re ern eee ere 34 3.68 1.8 1. 5. 4.66 
Res on Sire co des M10 1 2.9 1.7 z; 3.5 7.15 
Se ria a Se es 11X 1% 2.9 1.7 5; aia 3.5 8.00 
Republic.............. 19 214 4.8 3.0 1.6 1. 6.5 8.00 
ere Trae 31% 4.8 3.0 1.6 ‘, 6.5 10.26 
re gals 144 4.7 2.9 1.6  # 5.9 
Reynolds............. 21% 4.7 2.9 1.6 iF 5.9 
IN se rec wi es 34 5.0 3.0 1.6 1. 5.6 
Reynolds............. er 5 5.0 3.0 1.6 : E 5.6 oe 
as on vali wl B & BB 3&4 4.25 2.43 1.65 hs; 5.46 10.00 
? re 11&12 - 2.71 1.57 1. 3.54 4.67 
RE Ee ane ne CW 114 4. 2.6 1.5 1 4.9 6.5 
nen ee aemneres CDW 2 4, 2.6 1.5 1 4.9 7.75 
ee ee ee GSW 3 # 4. 2.6 1.5 1 4.9 7.75 
ee ere GPW 3° 4. 2.6 1.5 1 4.9 7.75 
ee ee HW { 4. 2.6 1.5 1 4.9 8.75 
Rn ere FW 5 4.7 2.8 1.7 1 5.8 8.75 
I as iets A ll4 4.0 ey a; 3.4 ~ 
ne ( 3. £7 i: 3.5 6.05 
nie ee ee CG 14 3. a 3. she 3.5 9.25 
ere d 21 4. 2.62 1.5 hh 4.81 9.25 
Sete M 4 4.84 2.84 1.76 1. 5.66 13.66 

eee L ) 4.84 2.84 1.76 i 5.66 10.00 
| eer BAe 214 4.84 2.62 1.5 1. 4.81 8.75 
Cis, 6 sienna. vs +? 3% 4.84 2.84 1.76 1. 5.81 8.75 
a oe 5 4.84 2.84 1.5 1. 5.81 11.70 

ree C 2 3.2 1.72 1. ; 3.94 8.66 

56 ised darn C 21 3.2 1.72 er nee 3.94 9.66 

ee D 3% eat as ie {}: ea 10.33 
Continued next week. 3 ° 35 2 ° 26 1 ° 21 e 705 4 . 3 




















































Invasion of Dealer’s 


Territory 


HAVE held a contract for the sale of 

a car since 1910. For several years 
my contract was direct with the manu- 
facturers, but during the past few years 
it has been with what they term their 
distributor who is nothing more or less 
than a retail dealer in a near-by town. 
Formerly my contracts were all written 
by the manufacturer and the territory 
outlined and for several years were writ- 
ten in the same manner by the so-called 
distributor. But for the past two years the 
distributor refused to outline the terri- 
tory but marked it for this city and 
vicinity and during this last three months 
the agent for the same car in a neigh- 
boring town has come into my supposed 
territory and placed several cars. These 
ears were placed with my customers, but 
the prices he made on them were so 
ridiculous that I could not meet them and, 
consequently, gave up the business. 

I immediately notified the distributor in 
regard to what this neighboring agent 
was doing and as I understand now the 
distributor told him to go ahead and 
place all the cars around here that he 
could, claiming that the contract as it was 
marked for this city and vicinity meant 
only the village. 

The definition of vicinity as understood 
by the implement dealers includes the vil- 
lage and territory that the people live in 
that trade in said village. The cars that 
were placed here this season were from 
two to seven miles from this city and 
were placed with farmers that do all 
their trading at this point. Now the ques- 
tion arises: “Am I entitled to any com- 
mission on these cars placed by another 
dealer?” 

The contract 
dealer canvasses the 
neighbor dealer and secures’ business 
the neighbor dealer is entitled to the 
whole commission. If a customer goes 
to the place of the dealer not holding a 
contract for that territory unsolicited 
then the dealer is entitled to 50 per cent.” 
In my case these people were all solicited 


“That if another 
territory of his 


reads 


and live in the territory allotted to me 
as before mentioned. From the legal 
standpoint “am I entitled to the com- 


mission or any part of it?”’—A Reader. 
Your right of recovery depends upon 
your contract. If your territory was for 
your town “and vicinity” I am of the 
opinion that you are entitled to com- 
missions on the cars sold where you 
describe. The question is one as what 
was the intention of the parties when 
they used the words “and vicinity.” 
“Vicinity” has been defined variously 
by the courts, but always having in mind 
the intention of the meaning placed on 
it by the contracting parties. The word 
might donate a smaller or larger terri- 
tory, accordingly; a town only in some 
instances, a part of a city, or a town and 
surrounding country of greater or less 
extent in others. Usages of business men 
might determine the extent, and the 
meaning as understood by the imple- 





MOTOR AGE 


Your Pusiness 


By Wellington Gustin 


Tell Us Your Legal Problems 


EEMINGLY knotty .legal .prob- 

lems are constantly arising in 
the dealer’s business, which even a 
slight knowledge of the law easily 
may solve. MOTOR AGE presents 
here the most common legal prob- 
lems which confront the dealer. Mr. 
Gustin, a member of the Chicago bar, 
not only is well versed in the law 
relating to the dealer but presents it 
in such a way as to be readily under- 
stood by the layman. In addition to 
his articles, Mr. Gustin will gladly 
answer such individual inquiries on 
knotty points as may be submitted 
him. 
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ment and automobile dealers would be 
considered, by a court or jury. Just the 
extent of the “vicinity” in your case is, 
therefore, a question of fact, and if the 
fact is disputed it often becomes neces- 
sary to have a jury to determine what 
is the fact. From your statements I am 
of the opinion that you are entitled to 
the full commissions. 


Retaining Title Unneces- 
sary 


Q—A truck of a certain make was 
brought to our service station and the 
owner wanted a new engine installed as 
he had torn up the one he had. In order 
to install this engine we had to put in new 
radiator and transmission. We were not 
paid in cash for the new parts, but took 
security on other property for payment. 
Although this truck is of the same make 
that we sell, it was not sold in our terri- 
tory and the man that sold it to the 
present owner has a retain title on it for 
part payment due him. Could the ‘seller 
of the truck take it back upon non-pay- 
ment of the rest due on it? Would it have 
been advisable to make a retain title on 


the new engine we put in to secure pay-° 


ment for it?—Lee Motor Co., Moultrie, Ga. 

You taking security on other property 
would indicate an intent on your part to 
look to this security to enforce payment. 

Yes, the holder of this retain title 
could, nothing being on the contract to 
the contrary, take back the truck upon 
non-payment of the balance due. 

If you took security on other property 
why take this retain title? Of course, 
if you were not satisfied with this secur- 
ity it would have been advisable to have 
taken this retain title. Where the engine 
wears and diminishes in value rapidly 
it might be best as a business proposition 
to take other security than retaining 
title. 
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Case of Municipal 
Negligence 


An incorporated city has installed elec- 


tric lights at the intersections and also 
along the center of the street between 
the intersections which makes a_ very 


narrow street and makes it almost impos- 
sible to turn around at the corners o! 
the street. 


In turning one of these corners a Ford 
car ran against one of these lamp posts 
which resulted in the breaking up of the 
lamp post, tearing up the Ford and in- 
juring the driver. 

The party in the Ford had his lights on 
and the light on the lamp post was not 
lit thus preventing him from seeing the 
post. 


The city has presented a bill to the 
owner of the Ford car to pay for the lamp 
post. Is the owner of the Ford car liable 
for the damage done to the lamp post and 
if not, is the city liable for the damage 
done to the car and injuries to the driver? 


Would these lamp posts being placed 
in the center of the intersections or along 
the middle of the street be considered 
an obstruction in the highway? The 
lamp post that the party ran into is off 
the street a block and is also on a very 
narrow street.—A Reader. 


The questions you present are those 
of negligence. 

First, I am of the opinion that the 
lamp posts would not be considered an 
obstruction in the highway as a matter 
of law, though they might be so placed 
as to be a case of bad judgement. 

Whether the town was negligent in 
not having the lamp on the post lighted 
is a question of fact, to be determined 
by all the surrounding circumstances. 
It would seem that it might easily be 
established as a fact that it was negli- 
gence on the town’s part. If so, the cor- 
poration would be liable for injuries 
caused by reason of such negligence. 

The fact, however, that the driver ran 
into the post presents the question of 
whether he was negligent. This again is 
a question of fact to be determined from 
all the evidence. 

Now if the city were negligent and 
the driver not, the city would be respon- 
sible; if the city were not negligent but 
the driver was, then the driver would 
be responsible. If both were negligent, 
in contributing to the accident, then 
neither may recover. In a negligence 
case, where an injured party is also 
negligent, he is guilty of contributing 
negligence and may not recover. So 
with a knowledge of the facts you may 
decide as to the responsibilities of the 
claimant. 
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SIDE VIEW 
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SAWED CUTS 


SMALL SECTION IS FIRST CUT LOOSE WITH CHISEL 
TO ENTER HACK SAW BLADE 


HACK SAW BLADE AND FRAME 








Exhaust Pipe Openings 
for Heater or Cutouts 


A method which simplifies the opera- 
tion is as shown in the sketch, entailing 
only the use of a hacksaw. 

This is method number one and con- 
sists of making two transverse cuts on 
the pipe and one diagonal cut. These 
cuts extend into each other and the tri- 
angular sections of the pipe when cut 
are rolled back, after which these are 
cut off with the hacksaw, making a 
rectanglar opening of any required size. 

Method number two is of advantage 
on heavy pipe and where a hammer and 
chisel can be used for making a short 
cut. This consists in making three 
transverse cuts on the pipe and sawing 
the remaining section out with the hack- 
saw. With either method the sawing is 
done with the blade perpendicular to 
the pipe, resulting with less breakage 
of blades and a larger opening than if 
a “V” shaped cut is tried, which is not 





RIVET 


BRAKE BAND ~_z 


always suitable, as this interferes with 


the valve of the part to be 


attached 


where this should clear the pipe. 


ints 
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Help Your Fellow 


Dealer Save Time 
ECHANICAL problems are be- 


ing solved in repair shops 
every day. You, perhaps, have devised 
a time and labor-saving device. Send 
us a brief description and a sketch 
showing how it operates. Give your 
name and address. Motor Age will 
send you a dollar for every idea ac- 
cepted and published. 


MITT 


Balancing Rollers for 
Crankshafts, Etc. 


As is commonly known a flywheel 
crankshaft or any parts designed to 
rotate with any speed should be in 
balance to overcome vibration and exces- 
sive wear of the supporting bearings. 
Straight edges on a surface plate is of 
advantage in balancing shafts but with 
fiywheels straight edges of a size to sup- 
port this large member are difficult to 
obtain. Four frictionless roller bearings 
arranged as shown in the sketch are a 
positive means of determining the bal- 
ance of these large parts. 

The method of constructing the sup- 
porting brackets for the rollers or the 
exact alignment of them is not of much 
importance, only that the rollers should 
be free to rotate without friction should 
be considered important when assembling 
this balancing fixture. Small 2 or 3 in. 
rollers are serviceable for the usual re- 
pair shop. 


Putting on Brake Lining 

Cut lining an inch longer than the 
brake band. Fasten lining at one end of 
the band with rivets. Then bring lining 
in a position as shown at A. Apply small 
C clamp near anchor block and force 
lining to the band. Rivet this section. 
Then repeat the operation by placing 
clamp at point B. 





END VIEW 
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TESTING CRANK SHAFT ON THE BALANCING ROLLERS 
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COMING MOTOR EVENTS 


Automobile Shows 


New Orleans --Automobile Show 








Dec. 18-24 





Akron, Ohio Automobile Show ... 


Dec. 25-Jan, 2, 1921 





Ardmore, Okla, .... Annual Automobile Show 


January 





New York Highway Transportation Show 


Jan. 3-8, 1921 





New York 
Peamens, Ore.. .....<.- 





National Passenger Car Show 
Automobile Show ee 


. 8-15, 1921 
- 10-17, 1921 





Philadelphia 
San Antonio, Texas 
Schenectady, N. 


Automobile Show 
Automobile, Truck and Tractor Show 
Annual Automobile Show 





. 15-22, 1921 
. 15-23, 1921 
. 16-22, 1921 





Milwaukee Annual Winter Show 





. 17-23, 1921 





Oklahoma City Automobile Show 








Kalamazoo -Automobile Show 





. 17-22, 1921 





San Francisco 


Automotive Equipment Exposition 
Baltimore 


Annual Automobile Show 
Holyoke, Mass. Annual Automobile Show 





. 18-22, 1921 

. 22-27, 

. 22-29, 
22-29, 





Cleveland ee ae Annual Automobile Show 


. 22-29, 





Montreal ....- Nat’l Motor Show of Eastern Canada 


22-29, 





Amsterdam, N. Y Annual Automobile Show 


. 23-29, 





EEN OS a ee eee em First Annual Show.................. 
New Bedford, Mass Automobile Show . 
Chicago Automobile Salon 








. 24-29, 
. 25-29, 
Jan. 29, 





Chicago National Passenger Car Show 
ee i, ee eee Annual Automobile Show 
Hudson, Annual Automobile Show.. 





Jan. 29-Feb. 5, 
Jan. 29-Feb. 12, 
Jan. 30-Feh. 5, 





Oakland, Calif Automobile Show 


Jan. 31-Feb. 6, 





London, Ont National Motor Show of Western Ontario 
Madison, Wis. ..........--.--------------.----- Annual Automobile Show 





Jan. 31-Feb. 5, 1921 





Erie, Pa. ....Annual Automobile Show 


February 





eS ae Annual Automobile Show 
Minneapolis Annual Automobile Show 
Newberg, N. Annual Automobile Show 





1921 
1921 
1921 





Beeaeeeort, Conn. ............. . Annual Automobile Show 


1921 





Rochester, N. Automobile Show 








Reading, Pa. Automobile Show 
eee .Annual Automobile Show.. 





Kansas City, Mo Annual Automobile Show. 





Fitchburg, Mass Automobile Show 








St. Louis Annual Automobile Show 





Winnipeg 
San Bernardino, Calif 
Albany, N. Y 

Saw Francisco... 
Pittsfield, Mass. 





Annual Automobile Show............ 
.Annual Automobile Show...... 
Automobile Show 
......Annual Automobile Show 








Grand Rapids, 
Louisville, 
Deadwood, S. D... 
Salt Lake City 
Malone, N. 
Clinton, Iowa 
Sp ae 
Columbia, S 

Wilmington, Del. ................ 
Wichita, Kan scans 


_...Automobile Business Association 
Automobile Show 

....Annual Automobile Show... 

..... Automobile Show 

Annual Automobile Show 

Sixth Annual Automobile Show... 

....Annual Automobile Show 





Automobile Show 
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Business Notes 


TITTIES 


The Powerton Tire Corp., organized in Buffalo 
in 1917, has just completed its new plant in 
Rochester. Up to last year the Powerton tires 
were manufactured in Muskegon, Mich., but in 
order to have the factory near the main office 
of the firm, in Buffalo, it was decided to locate 
in Rochester. 

The Waukesha Motor Co. of Waukesha, Wis., 
which recently booked its largest individual orde: 
for heavy duty power units, amounting to ap- 
proximately $10,000,000, is purchasing additional 
machine tool and other production equipment es- 
timated to cost more than $100,000. The com- 
pany already is regarded as the largest manufac- 
turer in this country of engines for trucks and 
tractors exclusively. 


The Master Self Locking Differential Mfg. Co., 


which was incorporated in October with $250,-° 


000 capital by a number of Wisconsin engineers, 
has selected Green Bay, Wis., as the permanent 
location of the industry. The principal product 
will be a new type of automatic differential lock- 
ing device for two and four wheel drive vehicles, 
both passenger and commercial cars. 


The Meigs-Powell Co., Milwaukee, manufac- 
turer of machine and manual tools, gages, mi- 
crometers, etc., has increased its capital stock 
from $50,000 to the equivalent of $150,000, and 
enlarged its directorate from three members to 
five. Several months ago the company moved 
into a three-story shop building of its own and 
it has installed much new equipment to increase 
its production. 

The Federal Rubber Co. of Cudahy, suburb of 
Milwaukee, has effected a reduction in its work- 
ing schedule to meet the slackened demand for 
tires, tubes and other rubber goods. All shops 
will close at 4:10 instead of 5:10 p. m. daily. 
The Federal is the last of the large tire con- 
cerns to reduce production, the degree of which, 
however, is relatively light. 


To accommodate the broad expansion of its 
production and business in the last year or two, 
the Kearney & Trecker Co. of Milwaukee, one 
of the largest manufacturers of milling machines 
and other machine tools in the United States, 
has reincorporated under the laws of Wisconsin 
as the Kearney & Trecker Corp., with an author- 
ized capitalization of $2,500,000. The company 
was founded in 1898 by E. J. Kearney and 
Theodore Trecker in a small shop. Its principal 
owners also hold the major share in the LeRoi 
Co., manufacturing passenger, commercial car 
and tractor engines at Milwaukee. 


After being virtually closed down for more 
than six weeks, the Stoughton (Wis.) branch of 
the Moline Plow Co. has resumed operations 
with a force of between 40 and 50 per cent. 
New business is being received in fair volume 
and it is hoped to increase production steadily. 


A new manufacturing and jobbing concern in 
foundry supplies has been established in Mil- 
waukee by The Mac Co., which has opened a 
plant and offices at Thirty-fourth and National 
Avenues. It will market its goods as ‘‘Macco 
Products” and for the present will make core 
oil, parting, plumbago, and similar goods. 


The International Harvester Co. has announced 
plans for the establishment in Milwaukee, where 
it maintains one of its principal plants, of a five- 
story warehouse and assembling building, for 
the gas engine, tractor and truck departments 
of the Milwaukee works. 


The Meehan Mfg. Co., 709 Merchant & Manu- 
facturers Bank Building, Milwaukee, builder of 
acetylene apparatus, has selected Jackson, Wis., 
as the seat of its permanent plant. 


The Stinson Tractor Co. of Minneapolis, which 
maintains its principal works at Superior, Wis., 
is marketing a new issue of $250,000 of capital 
stock to finance important enlargement of the 
plant. The present plant occupies the factory 
ogg gd built for the Continental Motor Truck 
Co. of Superior. 


‘The Industrial Plants Co., recently chartered 
with an authorized capital of $20,000 will soon 
start a factory for the manufacture of metal par‘s 
of automobiles. At the start fifty men will be 
employed. 
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